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Getting the Most Out of the Manufacturers’ Agent 


Speaking Up on Light Conditioning 


Molleable 


ST Series . Iron Unilets— Malleable tron Unilets— 
Liquid Tight Connectors Form 35 FS and FO Series 


Outlet Boxes 


The Industry's Most Comprehensive 


QUALITY LINE 


More Than 18,000 Items to Choose From — 


Switch Boxes 


ALL from one source! 


@® Whatever you need in the way of electrical fittings, 
malleable iron U nilets, lighting fixtures or roughing-in ma- 
terial . . . your most complete selection 1s from . 1p pleton. 
And from a thread in the simplest fitting, to the machin- 
ing of the copper collector rings on a Reelite, every stage 


of produc tion 1s under the most rigid inspection to produce 
the utmost in quality. 


APPLETON 


not only brings you your best qui ality line, but simplified 
stock control, standardized profit margins and satisfied 


V-51 Series 
Vapor-Tight Fixtures 


customers. It’s the line preferred by architects and con- 


tractors. Next time you replenish stocks, get . Ap pi leton! 
AA-51 Series 


Explosion-Proof Fixtures Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue « Chicago 13, Illinois 


FIELD ENGINEERS LOCATED AT: 

NEW YORK, 50 Church St. * DETROIT, 3049 E. Grond Bivd. * CLEVELAND, 1836 

Euclid Ave. * SAN FRANCISCO, 655 Minna St. * ST. LOUIS, 227 Frisco Bidg. * LOS 

ANGELES, 100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard, NE. + BIRMINGHAM, 

809 Brown-Marx Bidg. * MINNEAPOLIS, 305 Fifth St., S. + PITTSBURGH, 317 Bessemer 

Bidg. + BALTIMORE, 100 E. Pleasant St. * BOSTON, 226 Ruggles St. * PHILADELPHIA 

231 S. 20th St * CINCINNATI, 608 American Bidg * HOUSTON, 717M. & M 

Bidg * CHARLOTTE + CLEARWATER BEACH «+ DALLAS + DAVENPORT + DENVER * 

INDIANAPOLIS + KANSAS CITY + MILWAUKEE + NEW ORLEANS «+ PORTLAND, 

Reelite ORE * SEATTLE + TULSA + HAVANA, CUBA, No. 9 Malecon * SAN JUAN, P. R., 
Aut tic Ext i Reel No. 6 O'Donnell St 

viomatic Extension Reels Canadian Field Engineers: McVEIGH & BAIRD, 182 Jarvis St., Toronto and 1145 Laurier 
Ave, W., Montreal 

Export Field Engineers: International Standard Electric Corp., 50 Church St., New York 7, N.Y. 





Now Ready, El Ii 


Mares bos 


Latest Information on 
FUSES FOR EVERY PURPOSE: 


.. to help solve confusing fuse problems 


ECONOMY DE-LAY RENEWABLE FUSES—Give safe and dependable 
time-delay on overloads. Inexpensive renewal links easily 
replaced. 16-pg book, S-40. 


RENEWABLE PLUG FUSES—For circuits where repeat blows are 
experienced. Only inexpensive drop-out link is destroyed. Form S-67. 


ARKLESS Mechanical Indicating One-Time Cartridge Fuses—Famous for 
consistent performance; equipped with a positive mechanical indicator. 
Ask for Form S-65. 


CLEARSITE PLUG FUSES—Give a positive, clear indication of their s0ttars 


condition at all times. No hunting or guessing which fuse has 
blown. Ask for Form S-63. 


ECO ONE-TIME CARTRIDGE FUSES— Unexcelled for uniformity of 
current-time operation. Exceed all safety requirements. Ask for Form S-64. 








FUSTATS—Fuses to which a thermal cut-out and a tamper-proof base 
have been added, to resist tampering and stop over- fusing. Ask for Form S-66. 


CLIP-TITE—Insures tight electrical contact of fuse clips, thus 
eliminating one of the principal causes of heating. Ask for Form S-62. 


FUSE PULLERS—For safe handling of fuses. Made of finest black 
vulcanized fibre. Withstand breakdown tests of 35,000 volts, dry. 
Ask for Form S-61. 


TRANSPRO RECEPTACLE AND FUSE—A sign accessory, for use in high- 
voltage circuits of outdoor and indoor gas-tube signs. Ask for Form S-68. 


Ready Soon—NEW ECON DUAL-ELEMENT CARTRIDGE FUSES. 12-pg book. 
For controlled, longer time delay. Ask for Form S-60. 








ECONOMY FUSE & MANUFACTURING CO. 


2717 Greenview Avenue Chicago 14, Illinois 


ELECTRICAL WHOLESALERS — 


trade a supply of these new & 
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Type A switches. 
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Getting the Most Out of the Manufacturers’ Agent «. pb. Farley 


How one wholesaler's salesman is reaping the benefits of agent cooperation 


Blueprint for Bigger Volume: Understanding Electrical Plans 


A quick course in the essentials of blueprint reading 


How to Factuate Increased Sales and Profits . A. N. Seares 


The importance of knowing market facts—-as they were, are and will become 


Pe ee eet tt ee eee 


How Sales Are Forecast...... 0. Greenwald 


A summary of the sales forecasting techniques in use today 


W. W. GAREY, | 
Branching Out in Same City. 


5 aes ‘ ' on 
That's Madison Electric's formula for cultivating the Detroit market 


A. B. CONKLIN, New Y 
S. A. JONES, New ¥ 
CHARLES F. MINOR, Jr., 
R. R. REAM, Ci 
CHARLES B. SHAW, 
LAWRENCE S. KELLY, Jr., 
JOHN W. OTTERSON, 

J. H. ALLEN, Los A 
ROBERT H. SIDUR, 4: 
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‘Electrical Wholesaling’ Goes to a Sales Refresher Course.. 49 


Camera's-eye view of a day at manufacturer's “school” for distributor salesmen 
y y 


Light Conditioning and the Dickson Treatment... . §2 
Distributor Halsey Dickson gives his frank opinions on lighting questions 


Seen and Said at Coronado... 


e The business and social activities at NAED Pacific Zone's fall convention 


An Index of Articles ses 


CTRICAL WHOLE 
f A complete listing of articles appeering in ‘Electrical Wholesaling’ in 1953 


(with Wholeso 


SALINC 


$ & 3 


DECEMBER, 1953 Vol. 34, No 


An Editorial ; 
What Are Profits Used For? 


DEPARTMENTS 


New Products 5 News of the Industry 
Business Index 25 and 26 News Notes from NAED 
Price Index .. 29 Calendar of Events 
Times and Trends 31 New Literature 


Washington Straws 33 Sales Aids 


Member ABC and ABP AbD 
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A.C. GENERAL PURPOSE SWITCH 

The Bryant Electric Co., Westinghouse Electric 
Corp., Bridgeport, Conn. 

Underwriters’ Laboratories, Inc., in collaboration with 
the wiring device industry, has established a standard 
covering the requirements for a general purpose, 
alternating current switch. It covers switch current 
ratings up to and including 30 amperes and voltage 


ie) 


ratings up to and including volts. The general 


purpose, a.c. only, snap-switch, rated at 15 amperes, 
277 volts, has an increased rating of 50 per cent 
at 120 volts and 200 per cent at 250 volts. It is 
good for inductive loads up to its rated capacity, 
will handle three times the load at 120 volts and 
six times the load at 250 volts. The 277 voltage 
rating is Claimed to make it ideal for the control of 
fluorescent lighting where the lamp operates on 27 
volts derived from 480 volt, 3-phase, 4-wire system 
Switch is relatively quiet in operation, has_ silver 
contact materials and positive handle indication 
when in the “on” position. Also positive closure or 
the contacts on make to avoid a teasing or sizzling 
contact condition and relatively slow separation of 


contacts on break with limited contact separation 
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NEW PRODUCTS 
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MINIATURE FLASHBULB 


General Electric Company, Nela Park, Cleveland 
12, Ohio 


Rated at approximately 4,000 lumen-seconds, the 
miniature flashbulb provides sufficient light for good 
black-and-white pictures at distances up to 15 feet, 
when used with existing reflectors, fast film and box 
type cameras. The flashbulb is equivalent in light 
output to the “SM” or speed midget. ¢ ompared with 
the no. 5, it has the same effectiveness at half the 
distance. Said to be the smallest photo flash lamp yet 
produced, the bulb has a smooth base and is pushed 
straight into the socket without positioning or turn 
ing. Designated the “M-2”, the bulb is clear and filled 
with shredded aluminum foil. It is 44 inch in diam 
eter, slightly more than half the no and is nearly 
an inch shorter. Base is +s inch in diameter, three 
fifths the size of the no. 5 base. Performs adequately 
with present reflectors, but better results are obtained 
with especially designed reflectors. These are ex 
pected to be from 3 to 4 inches in diameter and 
more nearly parabolic in shape than units currently on 
the market. The bulb’s price 1s low and a carton of 


12 is smaller in size than a pack ot tour no s 


WIRING DEVICE. nennannnniati 


Pass & Seymour Co., 1303 Milton Ave., Syra- 
cuse 9, N. Y. 
| 


Duplex outlet is a wiring device designed to permit 
fast, simple placement of plug-in locations in resi 
dential, commercial and institutional buildings. The 
new installation method requires no metal boxes to 
be screwed into the wall, no holes to punch out, 
no extra clamps, soldering or taping. The outlet’s 
housing and Bakelite faceplate act as an insulator 
The Underwriters’ Laboratories approved unit is 
for use with non-metallic sheath cable. Components 
are completely packed in a single cardboard con 
tainer. On one side are pictured the eight steps for 
installing the unit. The other side of the package 
has a cut-out opening, which is placed on the wall 
or baseboard and traced with a pencil, to outline the 
exact wall opening required 





RHODE ISLAND 


FOR YOUR BUILDING WIRE REQUIREMENTS 


Rhode Island TW Besto-Wire is available in sizes from 14-gauge 
all the way through 500,000 circular mil...used in every type 


of residential, commercial and industrial construction. 


Rhode [sland TW Besto-Wire is a favorite with electricians on 
the job. ..easy to handle ...easy to pull 2++ Prov ides the highest 


degree of resistance to heat. cold, abrasion and moisture. 


Write Dept. EW-12 today for Illustrated Brochure 


National Sales Offices: 624 S. Michigan Blvd. « Chicago 5, Illinois « HArrison 7-6050 


Beste $-Mxe 


RHODE ISLAND INSULATED WIRE COMPANY, INC 
50 BURNHAM AVENUE «+ CRANSTON ¢« RHODE ISLAND 
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CIRCUIT BREAKER 
Federal Electric Products Co., 
Newark, N.J. 


Slim, space saving construction is de- 





signed to permit two of these type cir 
cuit breakers to be stabbed in where 
only one breaker would fit before 
Available in 15 and 20 The 
Magic E” design of slots in the en 


amps 


closure bus bars are said to be vital to 
the system's versatility. Manufacturer 
points out that the design entails no 


obsolescence to already existing stock 





TIME SWITCH 
Sangamo Electric Co., Springfield, 
Il. 

Single-pole, single-throw time switch 
has a NEMA standard 30 amp. rating. 
Entire mechanism is enclosed in a gray 
steel case with a hinged cover and 
sealable hasp. Switch measures 414 by 
74% by Unit has four 
multiple knockouts and a_ keyhole 
mounting slot. Nearly half the inside 


31g inches 


space may be used for wiring 





HAND LAMP 


Crouse-Hinds Co., 7th 
Syracuse, N. Y. 


North Set., 


Explosion-proof, rain tight hand lamp, 


December, 


weighs 454 lbs., almost half the weight 
and about half the size of previous 
type lamps. Globe guard, globe holder 
and cord connector housing are alum 
inum. Lamp receptacle housing, alum 
inum on earlier models, has been re 
placed by a lightweight, high impact 
Phen 


handle 


molded phenolic composition 


olic boned fibre forms the 


LIGHTING UNITS 
Appleton Electric Co., Chicago 13, 
IIL. 


Quick servicing of lighting units in 





hazardous locations is accomplished 
with one standardized unilet body. It is 
designed to fit both 60 to 200 watt and 
300/500 watt dome unit assemblies 
Exclusive 5 thread safety chamber is 
to assure always 5 full threads engaged 
when contact is made or broken. Thus 
any arcing, due to current being left on 
during exchange of fixtures, is always 
confined in approved explosion-proof 
manner 


LIGHTING UNITS 
Swivelier Co. Inc., 
Brooklyn 32, N. Y. 

Universally adjustable fluorescent and 
incandescent lighting units are for in 
dustrial and commercial applications 
Units have spring-tension sockets and 
swivels. Desk model illustrated has an 





$3-34th) §$ St, 


arm length of 26 in., base diameter of 
814 in. Two lamp, 15 watt, for alter 
nating current, 110-125 volts, 60 cycle 
Felted base is weighted 
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BUS BAR INSULATOR 
D Co., 6060 
11, Mich. 


One-piece, non-carbonizing, cold mold 


Rivard St., 


Square 
Detroit 


ed material is used throughout the bus 
bar insulator and support. Tests have 
shown that in 225, 400 and 600 amp 
ratings, where one round bus bar per 
phase is used, the insulator can with 
stand short circuit stresses produced 
by currents in excess of 25,000 amps 
In 800 and 1,000 amp. ratings, using 
two round bus bars per phase, the 
short circuit can be in excess of 50,000 
amps without damage to the insulator 





SWITCH PLATE SHIELDS 


Cable Electric Products, Inc., Prov- 
idence 7, R. I. 


switch plate shields measure 
714 in. high and 5% in. wide. Units 
come in six colors. They are contained 
in a heavy duty, counter-type display 
box designed to aid customers pick out 
the color shield from an 


Plastic 


assortment 


i - cea 





SOLDERING IRON 
Hexacon Electric Co., Roselle Park, 
Plug-tip type soldering iron is rated 
it 100 watts. It comes with a 14 inch 





famous 
Hi-Strength 
Connector —now 

ms even better be 


i: Lugs — Strong, 
#, neatly designed, 
in the low price range. 


: Service Entrance 
obr—Most econom- 
connecting house 
Yo service drops. 


GS FOR 


Cop cs 
Ground 
copper . 
pletely 

steel core. 4 
lent rod om 
pendable 


source. 


Type 2B: Two-bolt Clamp — Ideal for 
topping large stranded wire and cable 
— also excellent for dead ending 


Type GG: A quality 
Ground Rod Clamp— 
pressure pad protects 
ground wire and 
aligns it with rod 


Type GP-1007> 
Bottom Ground P 
—Embossed fori 
ity and ease OF) 
ing. Hos ¢§ " 
pendable wit 

Is best on 


‘It's sure easy 
to sell a 
Quality Line like 
nue ee BLACKBURN!" 


< — says this Wholesaler’s Salesman 
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NEW PRODUCTS —continuved 


tip instead of the conventional 44 


j 


inch diameter tip. Iron reaches and 


maintains a temperature said to be 
considerably beyond that of the con- 
ventional 100 


watt 3g inch tip iron 


LIGHTING FIXTURE 


Neo-Ray Products, Inc., New York 
10, N. Y. 


Strip lighting fixture 





is a complete 


compact shallow unit with swivel 


sockets inbuilt that tilt 90 deg. in all 


directions through 360 deg. Installed 
by fastening two captive screws. Strip 


stock 


3, 5, and 8 fr. lengths 


) 


is manufactured in sizes of 


LAG SCREW SHIELDS 
Holub 
Ill. 


Industries, Inc., Sycamore, 


Designed to simplify and speed the 
setting of cut thread or rolled thread 
lag screws, the shields come in four 
sizes: 44 in. to ¥2 in—short and long 
Shields are made of a special rust-re- 
sisting alloy having high tensile and 
Also 


Ye in. and 


compressive strength included 


in the line are , in. shields 


made of malleable iron 





FLASHLIGHT 
National Carbon Co., 30 E. 
St., New York 17, N. Y. 





t2nd 


New-type flashlight can throw a con 


centrated spotlight beam for long 
range use or a diffused floodlight beam 
for close range—all with a single flick 
of the switch. This model makes use of 
a special new double-filament lamp, 
that automobile 


similar to used in 


headlamps 


December, 


SWITCH & RECEPTACLE 


Eagle Electric Mfg. Co., Inc., Long 
Island City 1, N. Y. 

Combination single pole switch and 
slots is claimed to 
They 


operate independently of each other 


receptacle with “T 


be the only one on the market 


on the same circuit. Switch rating: 10 
25 volt “T 250 volt 


15 amp., 125 volt; 


is U. I 


amp., | > amp., 
Receptacle rating 
10 amp., 250 volt 


CSA appr ved 


Unit and 


UNIT HEATER 
lig Electric Ventilating Co., 
Chicago 41, Ill. 





Automatic gas fired unit heater has di 


rectional louvers for effective down 


draft 


mounting to 


circulation. Studs are for easy 


ceiling or wall. Illustra 
tion shows placement of heavy duty 
propeller fan and mounting of gas line 


controls 


BOX GRIPPER 


Raco_ div., All-Steel 
Inc., Aurora, Ill. 





Equipment 


installe i 
Device 


type 


Electrical outlet boxes can be 
uickly with the box gripper 
clamps standard-size box to any 
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wall—wallboard, wood, plaster, tile or 


concrete block. Installation of an outlet 


box requires only two box grippers 


They can be used on any single or mul 


tiple wall box 


WIRE STRIPPER 


Rockford Wire Stripper Co., 2323 
-23rd Ave., Rockford, IIL. 





Interchangeable cutters of the wire 


stripper, strip 12 to 24 gauge solid or 
wire, or 300 Ohm twin lead 


Tool has 


that holds the jaws open automatically 


stranded 


in wire lock-open feature 


so the wire can be removed after strip- 


> 


ping without crushing. Weight 12 oz 


a 
LUMINAIRES 


Curtis Lighting, Inc., Chicago 38, 
Il. 


semi 





direct fluorescent luminaires are 


for use with all 4 and $8 foot lamps 


This series is engineered to direct 25 


per cent of the light output upwards 


and per cent directly to the work 


area. Crosswise shielding of 4) de x. iS 


provided for the direct component 


Available with Alzak aluminum, porce 
| 


lain enamel or baked white enamel 


steel reflectors 





AIR CONDITIONER 


Amana Refrigeration, Inc., 
Amana, la. 


Horizontal glider control adjust 


room 
air conditonel combinations of 
cooling, heating and ventilation. In 
take, 
back end a t. Absence of 


fyustable in 


if¢ locate | at 
side 


louve rs 





Have One Source for Immediate 
YOUR 
PITTSBURGH STANDARD 
SALES AGENT 


=e “4 “SALES 
your CONTROL 
CENTER’ 


Pittsburgh Standard’s Sales Control Center 

° e speeds your purchasing of rigid steel conduit, 
pl he | | n e E.M.T., elbows, couplings and fittings . . . be- 
cause it completely eliminates “going through 

channels.” It is the single co-ordinator for pro- 

duction, sales and delivery information for all 

t 0 Pittsburgh Standard Agents throughout the world. 


Conduit Delivery Information? 


USE ITTSBURGH 
TANDARDS 


ANMHIDE 
ULL LA 


yr i 


3 


direct 


Lk aa 

ABORE TORS ome 
‘ © 
STEEL 

CONDUIT 


= 5° 
RIGID 


When next you need information on 


immediate which to base bidding estimates and 


work schedules, ask your Pittsburgh 
Standard agents for immediate answers. 
The Sales Control Center will enable 


Condy it him to give you facts, not guesses, and 


you'll be many days, many dollars ahead. 


De | ive ry Famous “Standard of the Trade” Products 


RIGID STEEL CONDUIT—A II Finishes 
ELECTRICAL METALLIC TUBING 


Information ELBOWS - COUPLINGS - FITTINGS 


Wholesalers in Principal Cities 


SALES 
CONTROL 


| é 
CENTER ITTSBURGH \ 


TANDARD y 


y 
CONDUIT oe. 4 


a 


61 BRIDGE ST., PITTSBURGH 23, PA. - Plants at Morrisville & Etna, Pa. 
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NEW PRODU continued 


stallation in any one of 18 positions 

from flush mounting to point where 
entire unit is in room. Thermostat con 
trolled and with a heating element 
units come in 4, 
50, 75, and 100 amps., respectively 


44, and 1 hp. sizes 


en 
x = i ea 


LAMP 
Luxo Lamp Corp., 290 
Ave., New York 17, N. Y. 


Flexibility of the lamp makes it pos- 
sible to adjust the light to any location 





Madison 


at the desired intensity. The tension of 
the springs holds the lamp where it 
was placed. Arms and shade together 
provide a radius of 45 inches for con- 
centration of light. Lamp can be at- 
tached to any horizontal, vertical and 
slanted surface. It is listed under the 
label service of Underwriters’ Labora 


tories 


AIR CONDITIONER 
Quiet Kool Corp., 
Newark, N.]. 


Controls for 





16 Oliver St., 


the air conditioner ar¢ 
color coded, push button type, and are 
grouped behind the left grille which 
is hinged to swing downward. The con- 
trols are sealed when not needed by 
swinging the left grille into place 
of 12, 344 and 1 hp 
Measurements: 265% in 
28%% in. deep and 151 in. high. Unit 
1238 in 


series Consists 
units. wide: 


projects into the room and 


16 in. 
provided with insulation 


outside the window. Units are 


December, 


EXHAUST FAN___ 


Sin-Jin Products Co., Baltimore 15, 


Md. 


Kitchen exhaust fans come in 8 and 10 


inch wall and ceiling models, regular 
or deluxe, with either pull chain or 
wall switch action. Available in a 
bright chrome mirror finish, with alu 
minum exterior frame, door and hood 
Fan 


foot of wall or ceiling space and can 


requires only about one square 


be installed over cabinets or through 
wall of any thickness, according to the 
manufacturer 























AIR CONDITIONER 


Mitchell Manufacturing Co., 2525 
Clybourn Ave., Chicago, III. 


Furniture may be placed directly under 
the window because the room air con 
ditioner is designed to extend 2!, 
inches past the pane. “Push-pull oper 
ation of two fans is said to increase 
intake and circulation of outside air 
Va 


Units come in , hp. sizes and 


include a heating element for year 


round comfort 


WALL HEATER 

ThermoRay Corp., 141 
St., New York 17, N.Y. 
Radiant wall 


1 


which attaches to or recesses into 


East 44th 


heater 1s a permanent 


unit 
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e wall. Heater is said to have a low 
initial inrush of current. U.L. approved, 
units are available in wattage ratings 
of 750 and 1,2 


or 230 volts 


10 tor operation on 115 





LIGHTING FIXTURE 


Gruber Lighting, 125 South First 
St., Brooklyn 11, N.Y. 





Incandescent fixture is for use in 
church lighting. Available in two sizes 
the unit can be obtained in antique 
gold or black finish. Decorative trim 
is in antique red or green. Glass shield 
ing 
toned 


white opal or 


ainda 


op tN pa ml 


ale 


_ — 


comes in either 


Ivory 





AIR CONDITIONER. ss 
Westinghouse Electric Corp., 
Mansfield, Ohio 


Dial-type control panel of the room 


air conditioner offers a choice of six 
comfort zones. Grilles can be individu- 
ally adjusted to direct air flow up, 
down, right or left. Requires no build- 
ing alterations, pipes, ducts or drains 
Can be plugged into any adequately 


wired standard 115 volt a.c. outlet 


PLIER _ 


Mathias Klein & Sons, Chicago 18, 
Ill. 


Replaceable spring 


keeps the plier in an open position 





tempered _ steel 
It was developed for cutting tungsten 
springs and 
other hard wire. Over-all length is ap- 
proximately 51 in. Plier operates on 
a shearing principle designed to elimi 
the 


filaments, music wire, 


nate need for regular cutting 


knives 





30 AMP. RATING 
Single- Pole 
Single -Throw 


REPLACE 
? AFTER 


SANGAMO QUALITY 
at *135° list 


UL Approval applied for 
Trade Discounts Apply 


@® STANDS ROUGH HANDLING — Sturdy 


steel case, no glass to break. 


all- @® WORKS BETTER —Sangamo-proved timing 


mechanism needs no maintenance 
@ EASY TO INSTALL Plenty of wiring room, ® LASTS LONGER—Long life heavy 
4 multiple knockouts. contacts—-minimum arcing. 

® TROUBLEFREE OPERATION Assured by the ® DEAD FRONT SAFETY 
Sangamo slow-speed motor. eliminates shock hazard 
@® EASY TO OPERATE Simple dial setting, can ® FULLY GUARANTEED — Backed 
be hand tripped, too. 18 month Sangamo guarantee 


silver 
Insulating shield 


by liberal 


SANGAMO ELECTRIC COMPANY 


SPRINGFIELD, 


ILLINOUES 
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the SANGAMO Tyne B 


A HIGH QUALITY SANGAMO TIME SWITCH 





FOR THE LOW PRICE FIELD 


NOW, for the first time, you can offer your 
customers real Sangamo Quality and 
Dependability in a sturdy NEMA Standard 
30 ampere time switch for just a fraction 
more than the very lowest priced time 
switch! 

Sangamo’s new Type B is enclosed in an 
attractive all steel case with a hinged cover 
and a sealable hasp. Your customers will 
recognize the value of using the same slow- 
speed motor that powers Sangamo heavy- 


and you. 
sell ain 


The days are past when 


customers were willing to wait 


for a new item—so be sure 


to have a stock of 


switches on hand when the 


orders start rolling in. 


Just use the coupon at right. 


December, 
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duty time switches. This switch is built 
with the same care and will give them the 
dependability, accuracy, and long lasting 
troublefree performance that will avoid the 
costly annoyance of replacing defective 
switches. 

Because we know that there will be an 
immediate demand when this new switch 
is announced to your trade —we urge you to 
order your stock of the new Type B now, 
so you can get your full share of the profits. 


SANGAMO ELECTRIC COMPANY, SPRINGFIELD, ILLINOIS 


We agree that the days are past when customers were willing to wait, 
therefore, please ship us immediately: 


(_] Type B Time Switches (six to a carton) 
(_] free Catalog Pages, flat (50 per pkg. for counter) 
[_] free Catalog Pages, folded (50 per pkg. for mailing) 
Company 
Address 
City 


Authorized by 





DUTCH 
BRAND 
Friction Tape 


A friction tape with known 
and proven quality... for 
over forty years. Non- 
raveling...strong...4ply 
process...correct adhe- 
sion... no pin holes... 
high dielectric splices 
..+ 2000 volts for a 
single thickness ... long 
life. It costs no more 
to have this top qual- 
ity tape . . . ask for 
DUTCH BRAND the 
next time you order. 


offers WHOLESALERS... 
an Ld Ding, a/ Thode 
qecepton Dine,. Lomplotc 
to met oll, rode 


regula 


DUTCH BRAND 
Rubber Insulating Tape 


DUTCH BRAND Rubber 
Insulating Tape fuses in- 
stantly without heat and 
has the high dielectric 
quality for good splices. 
It resists up to 18,000 volts 
through a single thickness. 
It contains no corrosive 
chemicals... it has long 
life and is dependable. 
DUTCH BRAND Rubber 
Insulating Tape serves a 
very definite unreplace- 
able service under elec- 
trical codes to meet many 
electrical insulating re- 
quirements. 





DUTCH BRAND 
PLASTIC TAPE 


DUTCH BRAND Plastic Tape is made 
especially to meet electrical require- 
ments. It is thin and flexible... with 
150% stretch. It adheres to irreg- 
ular shaped surfaces,is excellent 

for use where space is limited. 

It resists weather, oils, acids 

and corrosive chemicals. 
Dielectric resistance aver- 

ages 1000 volts per mil of 
thickness. Available in .007" 
thickness or .010” thickness 


PLASTIC 


ELECTRICA 


DUTCH BRAND 
“DB” WIRE CONNECTORS 


“DB” Wire Connectors 
are DUTCH BRAND top 
quality products...made 
to exacting specifications 
and design. Long skirt for 
full insulating protection... 
made of phenolic material, 
they are weatherproof... 
vibration proof and resist 
pull-out, making perfect 
solderless connections. The 
knurled design makes them 
easy to handle and apply. 


for heavy duty work — for 
use with power driven tape 
machines. 


They are available in four 
standard sizes, DB-1, DB-3, 
DB-4, DB-6. 


VAN CLEEF BROS. [NC. 


Menvufocturers of Rubber Products 
DIVISION OF Johns-Manville 
7800 WOODLAWN AVE. . CHICAGO 19, ILLINOTS 


FRICTION TAPE... PLASTIC TAPE... RUBBER TAPE...WIRE CONNECTORS 
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‘What does it mean to be a 
Rome Distributor? 


Here are SIX important answers -You decide 


_— 


4 
Y, 


1, Quality Products—Rome Cable 
manufacturing processes start with basic 
raw materials with quality controlled, step 
by step, all the way. Inspection is entirely 
independent of production or sales. 


4. Personalized Service —There is a 
Rome sales office or warehouse close by 
to give you a personal type of service. If 
you have to call our plant at “Rome 3000” 
you wil] get the same kind of attention. 








2. Full Line —Rome Cable offers a full 
range of wires, cables and conduit.* You 
have the convenience of one reliable 
source for all requirements 

*Conduit sales restricted to the West 











§. Sales Assistance Rome Cable 
sales and engineering personne! welcome 
the opportunity to assist you in your sell 
ing. Call your local Rome Cable repre 
sentative for technical or sales help 


3. Strong Distributor Policy —Rome 
Cable not only talks “distributor policy,” 
but practices it unfailingly. It believes the 
electrical distributor performs a real func 
tion in servicing its Customers 


‘hal 








6. Emergency Shipments —When 
Rome Cable 
maintains warehouse and factory stocks 
for prompt shipment. Rome is “geared” 
for quick action in emergencies. 


material controls permit 


It Costs Less to Buy the Best 


These are but a few of the things a Rome 

distributorship means to you. We like to R o M E Cc AB L E at Gy 
think of the arrangement as a partnership Corporation bs) A 
that TORRANCE CALIFORNIA “Ome w 


in selling. We know from experience that 


a Rome Cable distributorship can be just ee 


NEW YORK 
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STEPDOWN 
TRANSFORMERS 
Designed to permit operation 
of standard 110/120 volt, 
50/60 cycle electrical equip- 
ment from a 200/240 volt 
circuit. Sizes from 85 watts 


to 2000 watts. 
e AN ACME ELECTRIC STOCK PRODUCT 





VOLTAGE REGULATING BELL RINGING, CHIME AND 
TRANSFORMERS SIGNALING TRANSFORMERS 


Heavy duty, bell ringing transformers. 5 
watts, 10 volts secondary, supplied with 
mounting feet or universal mounting, outlet 
For manual regulation of box plate. 115 or 230 volt primary. Chime 
a high or low voltage transformers of heavy-duty construction 
condition to the normal rated 7% VA, 16 volts secondary, 115 or 
voltage required by the 230 volts primary. Standard mounting feet 
electrically operated or universal mounting, outlet box plate. 
equipment. 150 watts to Signaling transformers for bells, gongs, 
10 KVA. sirens, annunciators or relays where a sec- 
ondary output of 4, 8, 12, 16, 20 or 24 
volts are required. Sizes from 50 VA to 
750 VA. 


AN ACME ELECTRIC STOCK PRODUCT AN ACME ELECTRIC STOCK PRODUCT 





CONTROL 


SIGN LIGHTING TRANSFORMERS 


TRANSFORMERS 


For signs or other applications 
requiring a secondary of 12/24 
volts. Primary 120/240 volts 
single phase, 60 cycles. Avail- 
able in ratings from Y% KVA 
to 5 KVA, 


Built in a variety of designs 
that meet U.L. requirements 
in ratings from 25 VA to 
250 VA. 115, 230, 460 volts 
primary; 6, 24, 115 volts 
secondary. 


AN ACME ELECTRIC STOCK PRODUCT 





MANUAL VOLTAGE | (NSULATION 
REGULATORS | BREAKDOWN 


TESTERS 


For checking for grounds, 
shorts or testing insula- 
tion in accordance with 
U. L. requirements. Con- 
nects to 120 volt primary 
Secondary voltage manu- 
ally pre-set at 500, 1000, 
1250, 1500, 1750, 2000 
or 2500 volts. Supplied 
with high voltage, rub 
ber covered cable and 
test prongs. 


AN ACME ELECTRIC STOCK PRODUCT 


A laboratory type 
instrument of infinite 
voltage control over 
a range from 0-135 
volts. Available in 
portable and switch- 
board mounting types. 














ACME ELECTRIC CORPORATION 
Main Plant: 6712 Water Street e Cuba, N. Y. 


West Coast Engineering Laboratories: 1375 W. Jefferson Blvd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. @ 50 North Line Rd. @ Toronto, Ont. 
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THE THREE CUTLER-HAMMER STARS 


xk 
STAND FOR THREE NEW STANDARDS 


Rolling bearing action.. 


The proper performance and useful life of all modern LY installs easier 


machines demond anti-friction bearings. Motor control 


is no exception; it too must have good bearings to 
avoid wear and trouble. works better 


# lasts longer 


Dust-safe vertical contacts 


Experienced engineers know vertical contacts work bet- 
ter and last longer because they stay clean, shed dust, 
do not collect it. Pressure arc quenching is important 
new C-H feature, 


ties 
*« fp. ® t ie ¥ ft $< 
i r aA Ld 
| ((¢ if c sn © rly A} 


, et Ge 
> [tp 
« ** 


ter 


. 


less beunce by the ounce 


Research showed contact bounce caused arcing, that re- 
duced weight in moving contact members cut bounce 
and arcing. So new light-weight parts now remarkably 
lengthen contact life. 


SN 


Cutler-Hammer Motor Control has always been respected for its 

long life. It has frequently been chosen for industry's ‘killer’ jobs 

by comparative test. Many users say, ‘| have never seen a Cutler- * #\ aN 
Hammer starter wear out!’ Yet the new Cutler-Hammer Motor MOTOR (oe), BE-le) 
Control has three times the life of the good equipment it replaces! - 
Nearly unbelievable, but it IS true. Now motor control you can 

install and forget! Try it. Prove it. Your nearby Cutler-Hammer 

Authorized Distributor is ready to serve you. Order from him today 

CUTLER-HAMMER, Inc., St. Paul Ave., Milwaukee 1, Wisconsin. 


CUTLER-HAMMER > 
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is is the business end 


© You'll find real business at the 

grip end of this portable electric drill. Cable 
replacements for portable electric hand 
tools and other electrical equipment can 

be a profitable line for the wholesaler who 
stocks and sells Hazacord Flexible Cords. 


Hazacord Flexible Cords—light, heavy and 
shielded heavy duty— provide a complete 
line for virtually every tool application. 
Hazacords are made to the same exacting 
tolerances as heavy duty Hazard cables 
with tire-tread toughness and extra 
flexibility. The Hazaprene ZBF sheath is 
cured in a continuous metal mold to 
provide the durability required to with- 
stand rough handling, twisting and 
abrasion. This quality cord is a best seller. 


Write for Hazacord Bulletin H-444. The 
Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, 
Pennsylvania. 


Here is part of your Hazacord market: Chemical Plants « Mines « Steel 
Mills * Shipyards + Railroads « Garages * Construction » Maintenance 


ZACORD 2® portable cables 


\1958 
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20-INCH MULTI-PURPOSE 
WINDOW FAN... 


WITH THE PERFECT COMBINATION oF ALL WANTED FEATURES 





THREE SPEED 
PERFORMANCE 


provides a speed for 
every requirement. Switch 
conveniently located 





hondle makes carrying AY 
ever so easy. 

Ca) 
/ 


PORTABLE e 
Weighs only 20 pounds. / 
Comfortable, grip-shaped {/ 


HERE'S THE NEW WINDOW FAN SENSATION of the 
industry . . . designed to bring your customers a new concept 
of window fan performance, Big, powerful Fasco shaded 
pole motor develops 980 RPM and 3000 CFM in or out 
EEE 
quietly, efficiently, effectively. Luxurious color styling, 
5-year guarantee, and the greatest combination of 
sales-making features ever offered makes this Fasco 2030 


the biggest window fan value possible. 


WRITE TODAY for all the facts . . . they'll amaze you! 





FINGER-PROOF 
GUARDS 


for the ultimate 
in sofety. Guarded 
front and back. 


PANEL ADJUSTS ~AX 


from 29” to 37%" to 
fit any standard 
double hung window 
Extra panels are 
available to increase 
single fan's use 
throughout the home. 








QUIET 

Motor rubber mounted to 
dampen noise, prevent 
vibration. Blades are static 
balanced. 


MANUALLY REVERSIBLE | 


Snaps in and out of panel 

in seconds. This one fan 

performs the function of an | 
intake and exhaust fan. 


—<—N EY ra 
“ 


wee 


VISIT Booths 229-231 


at the Housewares Show. See the newest, most complete 
fan line engineered to turn shoppers into sales! 
a — 


INDUSTRIES, INC. 


412 Augusta St, Rochester 2, N. Y. 





"But circuit breakers cost too much...’ 





Ratings from: 
10 to 6000 amperes 
up to 600 volts a-c 
up to 250 volts d-c 









































There are cost-saving I-T-E circuit breakers and enclosures for 
every application—indoor and outdoor—with auxiliary and 
tripping devices to fit each job. 


i-T-E CIRCUIT BREAKER COMPANY 
19th and HAMILTON STS. + PHILADELPHIA 30, PA. 
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"No, Jim! A circuit breaker may be priced a little higher 
than the ordinary protective device—but it actually costs 
a whole lot less! Look at it this way .. . 


A circuit breaker can easily pay for 
itself if it trips but once —just in the 


production time it saves."’ 


How right you are, Mr. Distributor ! 


There’s a big difference between initial price and 
over-all cost of protection. Considered in this light, 
circuit breakers actually cost less! That's because 
They reduce costly production down-time 


Service restored without delay after a fault occurs. 
No chance for tie-ups. 


They eliminate replacement costs 
No need to put in a new element each time there’s 
an overload or short circuit. And maintenance is 
practically nil. 
They provide positive safety for personnel 
No live parts exposed. Costly accidents are averted. 
They’re tamper-proof 
Completely enclosed. Calibration cannot be altered. 


They’re twice-tested 


. 
Factory-tested On actual overloads to assure cali- 
bration accuracy. 


They protect against single-phasing 


Circuit breakers operate on the “‘common trip” 
principle—an overcurrent on any phase opens all 
poles simultaneously. Single phasing of motors 
prevented. 


The t s current tinc sate! 
ey carry continuous current rating—sateiy 


The rating engraved on the circuit breaker is true 
current rating. 
They scve mounting space 


sometimes as much as 25%. Circuit breaker is a 
compact, self-contained unit——-ready to mount. 
They offer a wide range of special attachments 

and enclosures 


Shunt trips, undervoltage trips, auxiliary switches, 
Bell alarm switches, etc., fit right inside circuit 
breaker. Enclosures available for any application. 


They incur low watts loss 


Silver-alloy contacts and corrosion-resisting plated 
metal parts prevent overheating... contribute to 
long life of circuit breaker 


I-T-E Individually Enclosed Circuit Breakers 
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FOR CORNER PULL-IN ELBOWS, 3-PIECE CONDUIT COUPLINGS, 
PIPE STRAPS —CLAMP BACKS —NEST BACKS 


GEDNEY ALWAs/ 


GEDNEY FITTINGS have just the features tion and lower costs. Besides that, they are 
your customers are looking for. GEDNEYS made of malleable iron which abolishes break 
are accurately machined and threaded . . age losses. Feature Gedney Fittings and youll 
smooth finished . . . individually inspected to really cash in. They're best for jobbers’ sales 
ensure the quality that brings faster installa ... because they're the contractors’ best buy! 


TYPICAL OF THE COMPLETE GEDNEY LINE ARE: 





Corner Pull-in Elbows in 42’, 34 and 1” sizes. 
Ideal for space-saving, machine wiring, easy 
wire pulling. Cadmium plated. 


Now available in 1'/4", 12” and 2” sizes. 





3-Piece Conduit Couplings in a large range of 
sizes from 42" to 6’. Cadmium plated. 





One-Hole Pipe Straps, Clamp Backs, and the 
handy new Gedney Nest Backs. These supple- 
mentary spacers nest firmly behind the Clamp 
Backs — use as many as you need to hold pipe 
at desired distance from wall. Hot dip galva- 
nized to prevent corrosion. 


ae b 
id Ebert 





GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 


GEDNEY FITTINGS FIT | 
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PRODUCTION SPEEDED 


| SYLVANIA'S 


ELECTRONICS DIVISION NEW 
PLANT AT WOBURN, MASS. 


— 


= . 
~ . 
a” a) 
ra ~ q 
a ae 2 ~ > 


a - 


Aerial view of Sylvania’s modern new electronics 


: An plant at W oburn, Mass. 
=a 


- a 


Powerplugin and Hi-Efficiency 


BUSDUCT 


‘ SYLVANIA, like many other companies throughout 

» 
Interior of Sylvania’s Electronics Division new plant at the country, found that (7) Busduct added greatly to the 
Woburn, Mass. showing the effective use of @ Power- 
plugin and Hi-Efficiency Busduct to carry power from 
service entrance to all parts of the plant 


efficiency, economy, and flexibility of its operations. 

That is why the company installed ( Powerplugin 
and Hi-Efficiency Busduct in its Electronics Division 
new plant at Woburn, Mass. and others. 

@ Busduct enables the company to make quick 
changes in plant and structural layouts without’ dis- 
rupting production. It eliminates temporary connec- 
tions and long lead-ins, cuts maintenance costs and 
affords big savings by reducing power loss and voltage 
drop to a minimum. Too, it is 100°), salvageable. 


@ Powerplugin with a plugin outlet every foot of the 


ane amin ‘am BR eartiett d econ. id 
way gives Sylvania the efficiency, flexibility and econ Built in standard ten foot lengths, (@ Busduct can 


omy of operation so vital today. 
be easily arranged to run horizontally at floor level or 
overhead, through tunnels, under the street or 
through walls or roof. Dust-resisting and raintite con- 
struction available for specific installations. 

If, like Sylvania, you want an efficient, economical, 
and flexible system of power distribution for your 
plant, ask your nearest @ representative, listed in 
Sweet’s to tell you about (@ Busduct. 


@ Powerplugin and Hi-Efficiency Busduct are avail- 


able in the following capacities: co~ 

@® Powerplugin — 250 to 1,000 amperes, 600 volts AC Srank odam 

or less, with Klampswitchfuz, (disconnect) Shutlbrak (op- 

erating) and Circuit breaker plugin devices for 200 amperes Glecir, Ca 

and less, 2, 3, and 4 conductor, solid neutral types 7c Od. 
P. O. BOX 357 


@® Hi-Efficiency Busduct 600 to 4,000 amperes, 600 
volts single phase for welding service; three phase or ST. LOUIS 3, MISSOURI 


three phase, four wire service for light and power. 


Makers of: BUSDUCT @ PANELBOARDS e SWITCHBOARDS e@ SERVICE EQUIPMENT © SAFETY SWITCHES e LOAD CENTERS © QUIKHETER 
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EXPLOSION-PROOF 
and DUST-TIGHT 


PYLETS 





HAZARDOUS 


Mh 


For added safety in hazardous locations specify 
from this rapidly expanding quality line of 
explosion-proof and dust-tight Pylets which 
the Pyle-National Company is constantly de- 
veloping to meet the growing needs of industry. 

All explosion-proof and dust-tight Pylets are 
designed in accordance with Underwriters’ Lab- 
oratories requirements for electrical devices 
used in hazardous locations as defined in Article 
500 of the National Electrical Code. 

The substantial construction and high qual- 
ity of materials and workmanship insures added 
safety, uninterrupted service and long life. 

cg RAMIRAOPNPORR ET Ne 
Consult your Pylet Catalog 1100 for complete mg 


listings of Explosion-Proof and Dust-Tight 


Pylets sold through electrical distributors. — an 


THE PYLE-NATIONAL 


1352 NORTH KOSTNER AVENUE, CHICAGO 


District Offices and Representatives in Principal Cities of t 
SINCE 1897 Export Department: International Railways Supply Co, 30 Ch 
Canadian Agent: The Holden Co, Ltd , Montr 


PLUGS AND RECEPTACLES «+ FLOODLIGHTS «+ TURBO-GENERATORS «+ GYR 
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Business Index: NATIONAL PICTURE 





1947 -—49= 100% 47-49 =1I00% 71 
| 399 — Full-Line Wholesalers 
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INDEX (above) % CHANGE 
Sept. 1953 Aug. 1953 Sept. 1952 Sept. 195] Sept. 1950 1953 from 1952 
143 118 129 133 136 i g 
Inventories 145 145 121 170 69 —- 


1947-—49=100% 1947-49=|00% 77 
.— 300 Wiring Supplies and Construction Materials Distributors 
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INDEX (above) % CHANGE 

Sept.1953 Aug. 1953  Sept.1952  Sept.1951 = Sept. 1950 1953 from 1952 
Sales 151 143 138 137 133 
Inventories 173 175 155 154 110 


[ 1947-49= 100% 1947-49 = 100% 7 
_— 300 —. Appliances and Specialties Wholesalers 300 


— 1953 280 


er -Inventories 200 


=e, oe" moana 150 


100 
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INDEX (above) % CHANGE 

Sept. 1953 Aug. 1953 Sept. 1952 Sept. 1951 Sept. 1950 1953 from 1952 
Sales 147 121 143 133 148 10 
Inventories 168 170 123 167 105 ——— 


SOURCE: Bureau of the Census. October-November projection is by this publication Per cent change in sales 
is first nine months of 1953 from first nine months of 1952. 
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Business Index: REGIONAL ANALYSIS 





ELECTRICAL GOODS WHOLESALERS Sales inventories 
SEPTEMBER 1953 


(% Change) (% Change) 
From From From 


Sept. Aug Sept 
1952 1953 1952 


NEW ENGLAND 





Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 
MIDDLE ATLANTIC 
Full-line 





Wiring supplies and 
construction materials 


Appliances and specialties 


EAST NORTH CENTRAL 





Full-line 
Wiring supplies and 


construction materials 
Appliances and specialties 


WEST NORTH CENTRAL 





Full-line 
Wiring supplies and 


construction materials 


Appliances and specialties 


SOUTH ATLANTIC 


Full-line 
Wiring supplies and 





construction materials 


Appliances and specialties 


EAST SOUTH CENTRAL 


Full-line 
Wiring supplies and 





construction materials 
Appliances and specialties 
WEST SOUTH CENTRAL 


Full-line 


Wiring supplies and 





construction materials 


Appliances and specialties 


MOUNTAIN 


Full-line 
Wiring supplies and 





construction materials 
Appliances and specialties 
PACIFIC 


Full-line .. ; | | 122 
Wiring supplies and 





27 
0 +20 


construction materials 


Appliances and specialties 


*9 months 1953 from 9 months 1952 Source: Bureau of the Census 
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Conduit of COLUMBUS 
gives you ALL 


of these features - 


UNIFORM 


Conduit of COLUMBUS couplings are engineered to ensure uni- 
form quality. Each one must pass a rigid inspection of threading, 
chamfering and finish. Fittings are our only products. The steady 
growth of Conduit of COLUMBUS depends upon precision and 
quality production. You will find a constantly increasing demand 
for Conduit of COLUMBUS fittings, attractively packaged at no 
extra cost. 


OF THIS Pag, 


WN SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 
Ss 





Look for this label 





S 
3, when you buy fittings. | 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS « PIPE NIPPLES °* ELBOWS, RIGID & E.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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CRESCENT 


Ae - 12/3 ——- 


Pad / Also listed by Underwriters’ Laboratories as 
Me | TYPE NMC — NON-METALLIC SHEATHED CABLE 


Type UF Underground Feeder and Branch Circuit Cable is 


—q CRESCENT... > 


a new type first adopted in the 1953 National Electrical Code. 
It is recognized in single conductor construction, sizes +14 to +4 


A.W.G. inclusive and in two-conductor and three-conductor flat 
construction, sizes 14, 12 and 10 A.W.G. CRESCENT SYNTHOL 
TW thermoplastic compounds are used in insulation and jackets 
of these cables. 

Multiple Conductor Type UF Cables are also listed as Non- 
Metallic Sheathed Cable, Type NMC, and may be used for both 
exposed and concealed work in dry, moist, damp or corrosive 
locations and in masonry block walls. 


von—_ CRESCENT TYPE UF 6 UNDERGROUND FEEDER CABLE 


Type UF single and multi-conductor cable is designed to be used under- 
ground, including direct burial, on feeders or branch circuits, when provided 
with overcurrent protection not in excess of the rated capacity of the individual 
conductors. 


eg apt PO er 


Z/ZzL ~~ AN AdAL ~ LNIISAND Z 


fe cleat et Prete 


Send for Descriptive Bulletin 


CRESCENT (.::.) 
WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO 


TRENTON, N. J. 


oro 
| 


aa oe 


oi 
a Sa 


xy 


RESCENT - TYPE UF -- 12/3 CRESCENT .. 
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Wholesale Price Index for 62 Electrical Products 


Product (1947-49—-100) Oct. 1953 Sept. 1953 Oct. 1952 





Copper Wire, bare. Unit: pound 132.8 132.8 123.2 
Building Wire, type R. Unit: M feet 107.2 107.2 125.8 
Non-metallic Sheathed Cable. Unit: M feet 96.3 96.3 112.8 
Varnished Cambric Cable. Unit: M feet 145.4 145.4 140.0 
Flexible Cord, type SJ. Unit: M feet 129.2 129.2 129.2 


Lighting Panelboard, fuse type. Unit: each 115.4 115.4 114.1 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 122.4 118.4 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 145.7 145.7 132.9 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 139.2 139.2 133.0 
Air circuit breaker 250 volts. Unit: each 142.3 142.3 129.3 
Power Panel, fuse type, 250 volts. Unit: each 122.0 1220 140.0 
Power Panel, circuit breaker type. Unit: each 126.8 126.8 114.2 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.0 142.2 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 136.6 136.6 131.4 
Motor Control, ac., 50 hp., 440 volts. Unit: each 141.1 141.1 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 137.3 137.3 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 152.4 152.4 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 141.4 136.3 
Motor, a.c., '/4 hp., 110-115 volts. Unit: each 111.8 111.8 106.3 
Motor, ac., '/2 hp., 220-440 volts. Unit: each 118.3 118.3 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.7 121.3 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 129.6 129.6 126.5 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 122.4 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 135.0 126.1 
Motor, d.c., 5 hp. Unit: each 140.1 140.1 135.2 


Fan, under 12 inches. Unit: each 111.4 111.4 106.5 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 139.8 135.0 


Drill, production line, '/4 in. Unit: each 112.0 112.0 112.0 
Drill, production line, '/2 in. Unit: each 107.0 107.0 105.6 
Saw, production line, 6-8 in. Unit: each 103.7 103.7 103.7 
Pliers, 6-in., long nose. Unit: each 156.3 156.3 150.0 


Lamp, 60 watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each 136.9 136.9 117.9 


Distribution Transformer, 15 kva. Unit: each 130.5 130.5 120.9 
Distribution Transformer, 45-50 kva. Unit: each 125.5 125.5 116.1 
Dry Type Transformer, 15 kva. Unit: each 122.8 122.8 121.3 


Dry Cell Battery, flashlight, type D. Unit: each 149.3 132.7 124.4 
Dry Cell Battery, portable radio ''B’ pack, 67'/ volts. Unit: each 108.0 104.4 104.4 
Dry Cell Battery, general purpose, No. 6 type, |'/2 volts. Unit: each 140.1 140.1 124.9 


Voltmeter, portable type, 3!/2-6!/2 inches. 0-300 volts. Unit: each 142.5 142.5 133.6 
Ammeter, portable type, 4-6'/2 inches. Unit: each 129.7 129.7 124.4 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 126.9 126.9 117.6 


Toaster, automatic, pop up.” Unit: each 106.8 106.8 102.2 
Iron, under 4 pounds. Unit: each 108.2 108.2 102.7 


Cooking range. standard size. Unit: each 101.2 101.2 101.9 
Washing Machine, non-automatic, wringer type. Unit: each 106.5 107.0 107.1 
Washing Machine, automatic. Unit: each 104.7 105.0 106.2 
lroner, table model. Unit: each 112.9 112.9 118.7 
lroner, portable model. Unit: each 100.5 100.5 102.7 
Vacuum Cleaner, upright. Unit: each 107.1 107.1 104.8 
Vacuum Cleaner, tank. Unit: each 110.5 110.5 108.2 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.1 106.1 104.5 
Home Freezer Chest, 8-!2.4 cubic feet. Unit: each 109.7 109.7 109.4 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 112.2 112.2 113.8 


Radio, table model. Unit: each 90.9 90.9 
Radio, console model, radio-phonograph combination. Unit: each 97.8 97.8 
Radio, portable model. Unit: each 93.8 93.8 
klevision, console model. Unit: each 73.5 73.5 
Radio-television-phonograph combination. Unit: each 74.5 74.5 
Television, table model. Unit: each 765 76.5 


Source: Bureau of Labor Stotistics 
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NEOPRENE-JACKETED CABLE 


Durasheath: saves needless power-line jointing 


Why complicate cable installations 
by shifting from buried to duct or 
industrial plant 


Flexible 


Cable can 


aerial types in 


feeder lines? easily 
handled purasneatu* 
cut your costs. You can run this 
tough, versatile cable underground 
directly in the earth, overhead or in 
ducts (or in any combination ) with 
out needless, time-consuming joint 
ing. Its light weight and flexibility 
make duct pulling fast even in zero 


weather. Aerial assemblies go faster. 


LLinemen like to work with it. You 
stock only one cable type all- 
purpose DURASHEATH 

\s one of several types of ANACONDA 
powe! cables, pt RASHEATH 1S avail- 
able in all sizes, single or multi 
conductor, copper or aluminum 
from 600 to 15,000 volts. It is thor- 
oughly dependable for industrial 
plants, railroads, series o1 multiple 
airport? lighting 


street lighting 


residential primaries and second- 


aries as well as for such uses as 
Type USE cabk 


entrance 


for underground 
SETVIC Anaconda Wire 
&> Cabli Company 95 Broadu ay, 
New York 4, N. ) 


ANACONDA 
nary and se idary distribution cables 
ntrol and com 
f ( rds and 
apparatus 
pperweld 


/ 
ores 


S24 
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TIMES and TRENDS 


Make Things Happen 

Judging from the response to our plea for adequate 
wiring last month, a large number of industry members 
agree with us—there can be no horizons for the sale 
of electrical goods unless the industry gets serious about 
the wiring problem 

We cannot believe that the electrical industry is so 
short-sighted that it cannot foresee the dire consequences 


if adequate wiring remains just an “industry expression 


Experience suggests that little will be accomplished 
in a campaign to bring adequate wiring to America unless 
all companies comprising the electrical industry cooperate 
to make things happen. We know more can be sold 
because there is a need for it. More wiring will mean 
increased wants for appliances 

Air conditioners, dryers, television and higher wattage 
electric housewares are demonstrating everyday that 
adequate wiring is not a problem limited to the electrical 
contractor. Any concern that makes, sells or installs elec 
tricity or an electric consuming object serves a market 
bound by adequate wiring 

Our appeal for an industry drive for adequate wiring 
was directed at the wholesale distributor and his sales 
men. We believe that the distributors are in the best 
position to see where the present course of selling appli 
ances without adequate wiring will lead. Serving manu 
facturers of both appliances and wiring supplies, the 
full-line wholesaler should have a keen appreciation of 
the fact that one market is dependent on the other 

At its meeting of the board of governors last month, 
the National Association of Electrical Distributors 
listened to a fine presentation of the adequate wiring 
problem by L. E. Barrett, chairman, Plan Committee of 
the National Adequate Wiring Bureau and vice president 
of NAED. As a result, the board has taken action to 
commence making things happen for adequate wiring 

Charles G. Pyle, executive director of the association 
suggests that an all-out program supported by the entire 
industry could reverse the anticipated downward ad 


justment in the electrical business. 
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Is a result-producing, fast moving campaign possible? 

Can such a campaign be supported by all segments 
of the industry? 

Mr. Pyle suggests that we look at the results of two 
other “across-the-board” industry programs for the 
answers to those questions 

The campaign for better roads was originated and 
executed by the automotive industry—not to further the 
sale of road building materials, but rather, to sell cars 

The safety campaign is another program reaching 
across all types of concerns and supported by all 

Adequate wiring will not be successful until it means 
something to every home owner, plant operator and 
businessman in America. The story of adequate wiring 
must reach beyond “industry ears.” It can be done! It has 
been done! 

Things will happen for adequate wiring when people 
companies and Organizations resolve 

1. To do their part and stick with the program all the 
Way 

2. To support the program in big terms. This is a 
million dollar job. It requires big men, big thoughts and 

to be practical—a big number of financial supporters 

3. To make adequate wiring the first order of business 
for the electrical industry 

We note that the newly-organized Conference Group 
on Coordination of Electrical Industry Sales and Promo 
tional Programs has adopted Electrical Modernization as 
its first project. Adequate wiring is certainly a major 
part of any electrical modernization 

We hope that the committee will take the lead in 
pushing adequate wiring out beyond the industry gates 


Let's make things happen for adequate wiring 


oe 


Season’s Greetings 

Sincere good wishes for a very Merry Christmas 
and a prosperous New Year from the ELECTRICAI 
WHOLESALING Staff. 


Bako Meegee. 


EDITOR 
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LAMP CORDS 


HEATER CORDS 


PORTABLE CORDS 


POWER CABLES 


FIXTURE WIRES 


APPLIANCE WIRING 


THERMOSTAT WIRE 


buy ROYAL... 


You can't sell better, 


/ 


PP “ a ROYAL ELECTRIC COMPANY, Irc. 
et PAWTUCKET © RHODE ISLAND 


Mh in ia — 


Manufacturers of WIRE © CORD SETS * FUSES 
WIRING DEVICES * DECORATIVE CHRISTMAS LIGHTING 
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Waskingtou 
STRAWS. 


ANTITRUST ¢ The Supreme Court has decided to hear arguments in two cases having con- 
siderable impact on the construction industry. The charges against the employers’ 
association (The Employing Lathers Assn. of Chicago and Vicinity; and the Employing 
Plasterers Assn. of Chicago) and the two unions (Local no. 74 of the Wood, Wire, and 
Metal Lathers International Union of Chicago and the Journeymen Plasterers Protective 
and Benevolent Society, Local no. 5) are basically this: 

The associations and the unions conspired together to limit those who may engage 
in the business of lathing and plastering contracting in the Chicago area; that the 
cost of building construction in the area has been thus artificially increased; and 
that interstate commerce in the lathing and plastering and related building materials 
has been unlawfully restrained. Last July the Federal Court in Chicago dismissed the 
government's case. The court said that these organization's effect upon the interstate 
commerce was too “remote and conjectural” to constitute a violation of the Sherman 
Antitrust Act. The employers’ associations opposed review of the Chicago decision 
before the Supreme Court, said the construction industry has always concerned itself 
with the use of goods after they have reached their destination. 


CONSTRUCTION TRENDS ¢« In spite of troubles with mortgage money, this is going to be 
a good year for home builders. Economists expect about 925,000 starts (private and 
public) in 1954. There are several factors that will probably keep the number below 
the million mark. They are: (1) A temporary leveling off in consumer income as the 
current business “readjustment” gets under way; (2) A slowdown in migration from 
rural areas to cities, and from cities to suburbs; (3) Difficulties in resale of existing 
homes; (4) A decline in public housing, as forecast. 

The total amount spent on new housing is not likely to decline by as much as the 
number of starts. Spending for the “fix-up” market is expected to increase under any 
conditions short of a real depression. Fix-up business now amounts to about one-third 
of all spending for home building and maintenance, perhaps $6.5 billion annually. 


BUSINESS AND FINANCE e “A war time economy no matter what you may choose to 
call it.” The words are those of budget director Joseph M. Dodge. But the thinking 
behind them is shared by all the top administrators. It adds up to a fundamental change 
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in the Administration and a change in the outlook for the construction industry, too 
Key officials are willing to admit privately that if the next year’s budget is balanced 
at all, it will be because Soviet Russia unexpectedly makes firm and unmistakable 
signs of wanting peace. Short of that, no balance. 


TAX ISSUES @ Taxes will be one of the first issues Congress will have to face in the 
new session. Although Congressional leaders and the President have not decided fully 
on what must be done, some decisions have been reached. For one, small closely-held 
companies will get a big break on taxes. Whereas before tax collectors were prompt 
on paying a visit to companies that did not abide by the 70 per-cent-of-profits-for- 
dividends rule of thumb, now the Internal Revenue Service won't get upset if you show 
that withholding of profits is tied to expansion. Company plans are being watched 
closer than before. And the backlog of disputes before the tax court are being cut 
down by following the policy of “settle, don’t haggle.” 


HOOVER COMMITTEE REPORT ON POWER « The new committee on water and power 
resources appointed by ex-President Hoover consists of 26 members, none of them a 
representative of privately or publicly owned utilities. Thirteen are engineers—many 
of them consultants. The character and past performances of the task force gives ample 
assurance that power companies need have no fear of the recommendations that task 
group will make to the commission. 


PUBLIC HOUSING e ‘There is a new idea for public housing coming up from the Admin- 
tration. The new idea is to build public housing that the tenant eventually can buy. 
The new housing would be row houses or house-on-lot projects rather than the multi- 
story apartment projects which have characterized public housing units up to now. 


WAGES e Unions of professional employces are agitating to restore the earnings differential 
between professional and production workers which they say has narrowed because of 
militant bargaining by the shop unions. Engineers also want to widen the differential 
between starting and experienced engineers. They argue it has narrowed because of 
high starting salaries commanded by beginners during the shortage of such engineers. 

Average union wage scales in construction trades are still going up. But the rate is 
slowing down. The labor department reports that for first three quarters of 1953 the 
advance was 4 per cent, compared with 7 per cent rise during same period in 1952. 

Carpenters and machinists are trying to settle their long-time jurisdictional fight 
over which union should instal! machinery in new construction. They have hired Rev. 
William J. Kelley and John Dunlop, labor experts, to work out an agreement. 


(Washington, D.C—December 4, 1953) 
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“Cut costs with Buckeye Conduit-- 


it bends so uniformly! 


MIDWEST CONTRACTOR TALKS ABOUT 
CONDUIT: “When I pay good money fo 
workers, I want the utmost in production 
That’s why I use Youngstown “Buckeye” con 
duit. My men bend and install “Buckeye” in 
short order without wasting precious time 


ELECTRICAL WHOLESALER DESCRIBES 
BUCKEYE CONDUIT: “My customers tell me 
that bending “Buckeye” evenly takes a mini 
mum of time and effort. This enables them to 
cut down on overtime work. As far as I’m con 
cerned, I recommend “Buckeye” highly 


Youngstown makes rigid steel conduit from start to 
finish. This enables Youngstown to control the 
complete manufacturing process which insures 
that each length of ‘Buckeye’ Conduit is made 
of topgrade steel. Since only high quality steel 
makes: for easy bending, it’s no wonder 
Youngstown “Buckeye” conduit is favored by 
electrical men 


Shipments of “Buckeye” rigid steel con- 

duit are now being made from our con- 
duit mills at Indiana Harbor and Youngs- 
town 











THE YOUNGSTOWN SHEET AND TUBE COMPANY Sr! Otc — Younonn 1, om 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES 


December, 1953—ELECTRICAL WHOLESALING 





WIN with 

guaranteed 

Sylvania 4 
Fluorescent Lamps, “> 
Fixtures, and 

Starters 








You know your reputation depends on the high 
quality of your work and the fine performance 
of the products you install. 

For outstanding performance in fluorescent 
lighting equipment, Sylvania backs you up to the hilt! 
All Sylvania Fluorescent lamps, fixtures, and 
starters are quality made, tested, and covered by a 
full year written guarantee!* 

The Sylvania fluorescent lighting line means 
quick, easy installation, low maintenance costs, and 
efficient balanced lighting. Result: lasting customer 
confidence, repeat business, good profits, and goodwill. 


SYLVANIA 


RADIO - ELECTRONICS ~° TELEVISION 
Sylvania Electric Products Inc. 
Dept. 31-2612, 1740 Broadway, New York 19, N. Y. 


In Canada: Sylvania Electric (Canada) Lid 
University Tower Building, St. Catherine Street, Montreal, P. Q. 


LIGHTING - 


yy 


So, why gamble with uncertain lamps, fixtures, 
and parts when you're sure to WIN WITH SYLVANIA! 
For prices and full details call your nearest Sylvania 
Distributor or write to Sylvania today. 


*Try 24 Sylvania Fluorescent Lamps of 
any popular type and if in your opinion, 
they don’t give more light and maintain 
color and brightness for a longer time 
than any other brand, your money will 
be refunded. 





° Sylvania Fluorescent Lighting Fixtures 
are covered by a complete one year 
guarantee under sama use conditions 
. . . this includes Sylvania fluorescent 
lamps, starters, ballasts and all parts 
originally installed with the fixtures. 


*Sylvania Starters are guaranteed for 
an entire year to give the best possible 
performance or your money back. The 
are ETL certified; bear the UL label; 
and are approved by the C.S.A. 
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Reflecting the success of their 
team selling tactics are whole- 


saler's salesman Joe Massi- 


mino (left) and manufacturers’ 
agent Dick Driscoll. Both are 
making cooperation pay. Dick 
is achieving bigger sales 
through Joe's firm while Joe 


a 


Getting the 
Of the Manufacturers Agent 


Most Out 


Photostory by George D. Farley 


ANY a manufacturers’ agent isn't 
what he should be. Then, too, 
many 


salesman falls short of ideal 
agent's eye. The primary 


an electrical wholesaler’s 
to the 
reason: a 
basic misunderstanding of each other's 
position, functions and mutual rela- 
tionship, industry-wise. 

The agent be 
a thorn im your side or a powerful 


manufacturers’ can 
ally on your side. He certainly should 
not be a direct purchasing agent for 
your cCustomer—contractor, industrial 


Turn page to see how one wholesaler’s salesman 


December, 


manufacturers’ 
ot 
don't operate that way 
agency, Heron Electric 
New York, 


sound and profitable wholesaler pro 


R« putable 


members 


or dealer 


agents—responsible the 
industry 
One 


Sales ( orp., 


such 
maintains a 
area that 


tection policy in an iS, al 


best, the worst—price-wise. The daily 


operations of one of its representatives, 


Dick Driscoll, typifies what a manu 
facturers’ agent should be in relation 
to the distributor's salesman 

From missionary calls (where other 
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than list price is never mentioned ) 
to follow-up reminder visits, all busi 
ness is channelled to and through the 
local electrical distributor carrying his 
products—fittings, tapes and thinwall 
tubing. This story illustrates Driscoll’s 
method of working with one salesman, 
Joe Massimino, of Acro Electrical Sup 
Jamaica, N.Y 


The photostory is offered as a check 


plies, Inc ’ 


list a reminder ot the manufacturers 
agents activities which can directly 


benefit you 


benefits from agent cooperation. 





Manufacturer's Agent (Con) FIERE'S HOW THE "MA" 





. - » In Soliciting New Customers 


ew” "4 ie j 


TEAMING to sell Magnex Corp. Purchasing Director George ON-JOB-USE of product in company’s testing lab is checked 
Cohl, salesman Massimino and MA Driscoll show importance by Driscoll and maintenance electrician Ed Willson. Operating 
of quality fitting to company’s product, a transformer aid strengthens Massimin ales position 


. . . In Introducing New Lines 


“BEST BY TEST” claims Driscoll as skeptical electrical con “SEEING IS BELIEVING” says Driscoll as contractor is con 
tractor Dave Syme calls him on it. Using five pound sledge vinced fitting bends but won't break. MA's product know 
hammer, Syme clobbers fitting several times, tries to crack it how gets Syme’s specification for heavy vibration factory use 


- - « In Cementing New Accounts 


COMPLETENESS of line and adequate stocks are stressed 


when Syme asks about odd size fittings. MA assures Syme 


ssionary visit to Syme, Driscoll intro 
Acro maintains representative inventory, gives personal help 


FOLLOWING UP on mi 
duces Massimino, representing suggested new supplier, Acr 
Contractor is assured quick service, even to his current job 
ELECTRICAL WHOLESALING—December, 1953 





CAN HELP YOU in potishing 


Product Presentations 





BACKING Massimino's pitch, Driscoll offers detailed selling 

points on particular fitting. Both men helped Syme set up 
INSPECTING plant use of fittings, Massimino and Driscoll catalog-number stock bins for easy inventory, ordering 
suggest further potential needs for product. Convincing Will 
son, they return to purchasing director to clinch account 





UP-TO-DATE supplementary catalog information adds author 
ity to Massimino’s sellir g efforts a Driscoll occasionally points 


out interesting new product deve pments avail: 


SOLVING another of Syme’s problems, Driscoll tells why cer- 
tain straps are best for tar roof-mounted conduit, preventing — Ss In Training Personnel 


hot weather sinkage, wet seepage, add Acro has them.’ 


COUNTERMAN Herb Wilkin ( teammate, comes in 
for his share f briefing. Dr i« and outside 
salesmen well-informed on f 

SELLING RELATED ITEM, Drisco!l! gets curious contractor to 

Participate in intricate tape demonstration. Massimino quickly 

channels heightened product interest into sale 
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Blueprint for Bigger Volume: 


Understanding Electrical Plans 


A well-rounded understanding of electrical plans can be an everyday 


asset to any wholesaler’s salesman. A salesman who is “with'’ the cus- 


tomer on reading plans will soon find he is "with" the customer when 
the job gets underway. To help you achieve this desirable relationship, 
here's a quick course in the essentials of blueprint reading—what's in 
the plans, what steps to take in reading them, what cautions to observe. 


By R. W. Noel, J. F. McPartland and W. J. Novak 


CQUIRING a sound understand- 


ing of electrical blueprints is 
fundamentally a matter of decid- 
ing to do it. Learning to read electrical 
plans is not difficult and, for a sales- 
man’s purposes, takes comparatively 
little time when weighed against the 
advantages to be gained 
That an ability to read and under- 
stand electrical plans is an invaluable 
asset to a wholesaler’s salesman de- 
rives from the importance of plans 
For 
struction, the plans graphically relate 


themselves any electrical con- 
job specifications to electrical circuitry 
on a scal 1 drawing of some type of 
structure. Because the plans contain 
so much essential information in so 
small a package, they are the constant 
and most valuable reference source 
to electrical construction personnel on 
any job. The importance of electrical 
plans is, therefore, reason enough for 
the salesman to know all about them. 
However, there are other reasons 
One of the most common undertak- 
ings in and 


often in plant maintenance depart- 


a contractor's office, 
ments, is the estimating procedure 
that must be accomplished before any 
project reaches the operation stage— 
the “take-off” from plans and _ specifi- 
cations. This is an everyday matter in 
the electrical contracting industry; and 
the wholesaler’s salesman who is 
equipped with a knowledge of take- 
off procedures, based on sound under- 


standing of electrical blueprints, has 
a real edge over competition. He's in 
a position to render genuine service 
by helping the customer with details 
and problems of the take-off. As a 
result of accurate and reliable service 
of this type, a salesman soon enough 
becomes a valuable asset to the cus- 
tomer and is “taken into the family.” 
In just about every 
electrical 
plans enables a salesman to render bet- 


e Service Angle 


way, an ability «to read 
ter, fuller service to his customers. If a 
job is still in the take-off stage, the 
assist the customer in 


salesman can 


taking-off material requirements for 
the job, or by rechecking those already 
taken-off. If the job is underway, the 
salesman is ready at all times to dis- 
cuss details of the plans and to meet 
all materials problems with fast and 
accurate solutions 


A salesman who doesn’t have the 
necessary understanding of plans is 
just “one” of the 


calling on the customer. He’s lost in 


another salesmen 
all of the many conversations which 
continually revolve about the plans 
He loses many opportunities to pro- 
vide service which makes sales. And 
most important of all he runs the 
serious risk of losing customers by 
unreliable or even detrimental service 
as a result of his inability to check 
plans for details on orders. 

sound 


These are reasons why a 


salesman should be top-notch in read: 


ing electrical plans. And these reasons 
are magnified by current economic re- 
ports of a return to business normalcy, 
a retreat from the boom activity of 
past With 
look, the salesman can expect keener 
competition, not only on prices and 
delivery but on the ever-important 


years this economic out- 


“services.” 

As a primer, the basic fundamentals 
of electrical blueprint reading are out- 
lined below. Of course, it is impossible 
to cover the subject here in any detail. 
However, a number of reference texts 
on the subject are available 
e Basic Approach—For any elec- 
trical construction, the electrical plans 
consist of a number of blueprint 
sheets. Of number of 
sheets and the extent of detail shown 
depend upon the size and nature of 
the job. Inasmuch as any set of elec- 
trical more or less 
standard elements, it is best for study 
purposes to consider a typical set of 
plans for new construction of a fairly 


course, the 


plans contains 


arge, modern building. 

Basically, every set of electrical 
plans contains three types of drawings, 
each with a certain amount of specific 
detail set forth on the sheet. These 
drawings are: 

¢ Plot Plan—A drawing showing 
an outline of the building from above. 
Jt will usually show underground or 
aerial cable runs to the building from 
an outdoor substation, another build- 
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PLOT PLAN BY Tile Lal cmm@icl Relic 


2 ee eee Ree eek a8 RISER DIAGRAM 


FLOOR PLAN BES M 


Basically, every set of electrical plans contains these three types of drawings. 


ing, or from a pole line or transformer 
Elec 


trical manholes, exterior equipment or 


vault of the utility company 


outdoor lighting also may be shown 
This drawing may or may not be 
drawn to scale, but it is invariably 
Plot Plan 


It can be considered a drawing which 


identified by the words 


orientates the building or buildings 


and shows the “roots” from which 


electrical power in the building is 
derived 

e Riser Plan 
shows the locations and 
equipment 
respect to the floor levels within the 
building. A set of plans may contain one 


or several riser plans, either complete 


-A drawing which 
interconnec- 
with 


tion of electrical 


or partial plans. Riser diagrams rep- 


resent the runs of conduit or ducts 


which mechanically tie the electrical 


equipment together. These diagrams 


are not drawn to scale and present 
only a general idea of equipment lay- 
out on the various building levels 
Separate riser diagrams may be shown 
for general light and power, for tele- 
phone system, for emergency light and 
power, for fire alarm system or for 
intercommunication, depending upon 
the extent and complexity of each 
system. In most cases, tabulated data 
on wire, cable and equipment is in- 
cluded on riser plan sheets. These 
tables, called what 
feeders supply what panelboards, how 
many and what sizes and types of 
wires are used in each size and type 
of conduit. Code numbers are used 
to relate riser diagrams to the “Light 


and Power Feeder Schedule,” the 


schedules, show 


and 


Lighting Panelboard Schedule 
the “Power Panelboard Schedule 
Special details on riser diagrams may 
also be included off to the sides of 
the sheets 

@ Floor Plan—One for each floor 
in the building, showing the detailed 
of all 


a scaled drawing of the 


layout and electrical wiring 


equipment on 
actual structural characteristics of the 


building throughout that particular 


level. This is the installation diagram 
which shows the actual positions of 


switches, outlets, receptacles, panel 


boards, conduit, risers, lighting fix 


tures, signals, controls and other 


electrical equipment. Feeder runs 
branch circuit wiring and home runs 
are shown as concealed in ceiling, wall 
or floor, or exposed In effect, the floor 


correlates tne electrical and 


When 


a list of notes on particular installation 


plan 


structural layouts necessary 
details or material requirements is in- 
cluded on a floor plan 

In addition to these basic elements 
a set of plans may contain several 
sheets which illustrate in considerable 
detail the more heavily congested seg 
electrical job 


ments of the over-all 


One or more sheets may be used to 
show complete wiring diagrams for 
certain unusual or special details 
Equipment mounting details are often 
sketches of 


elements. A wiring diagram for con 


shown by the assembled 


trols or elaborate switchgear, construc 
tion sketches of manholes and under 


ground conduit, layout of a grounding 


network, part plans of hazardous loca 


tion wiring, intricate conduit bending 
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work and incidental feeder and panel 
schedules are frequently found in sets 
of electrical plans 


All of these 


made up of 


For the most part 


types of diagrams are 


symbols and notations 
symbols have been 


le a 


standardized to provi minimum 
ssortment. An ability at reading elec 

lans is based on ready recogni 
of all of the commonly used sym 
The only way to learn the mean 
the symbols is to study them 


The 


and 


recognizing them 


Americat indards Association 


other {s groups have published 


s on electrical symbols 
A particularly comprehensive presen 
tation on the meanings of symbols has 
been published in the Electrical Prod 
ucts Guide issue of Electrical Con 
truction and Maintenance magazine 


e Reading Steps—After sufficient 


study of electri symbols, it 1s not 


iit to read electrical plans and 
they tell of the 


aith 
understand the tory 
installation. One quick and convenient 
method for getting the story from a 
set of plans can be reduced to the 
following 

|. Identify the diagrams in the set 
Plot Plan, Riser Plan, 


A set of plans is usu- 


steps 


ccording to 


and in 
ally stapled or 
vether, with the nature of the diagram 


on Cac h she ct 


otherwise fastened to 


identified in the lower 
sheet 

plan to de- 
of electric 
what's the 
service 


right-hand corner of the 

Inspect the plot 
rmine the ty pe ind $size 
rvice to the building 
lrazge delivered, how many 


ire there? Is it single- or three- 


41 





phase? Get an idea of undergrouna 
work or outdoor electrical equipment. 
TEST YOURSELF 3. Look at the riser diagrams. Iden- 
tify main switchgear, transformer 
vaults, unit substations, large electrical 


How many of these basic symbols can you identify? 


equipment, panelboards and special 
Siamese an pete C064 wiring hookups. Start at the point 
where power comes into the building 
and follow each path of distribution 
to the various floors. Read any notes 
that may be included. Note sizes of 

+ — — equipment. Check the riser diagrams 
for a single-line diagram of voltage 
distribution to load centers 

i. Study the floor plans. Notice 
lighting layouts, location of machines, 
conduit runs and wiring devices 

5. Check special installation details 
which might be shown. These are 
often a clue to special materials re- 
quirements, particular mounting ar- 
rangements, or unusual installation 
techniques 

In covering these steps, it is best 
to go over all of them briefly first to 
get the feel of the job. Then, go over 
each carefully to note outstanding 





characteristics. Kee Pp a Copy of the job 








specifications handy. Refer to these 





where sufficient information is not 
found on the prints. Follow a logical 
sequence ot wire and equipment when 


studying plans and use the specs to 





fill in information on any tri¢tky ele- 
ments of the installation. Always con- 











sult the specs for complete and accu- 
rate descriptions of equipment 
© Cautions—There are a number of 





cautions which should be observed in 





reading electrical plans. Many of these 











will be self-evident after some practice 
on reading different types of plans 
The major cautions might be listed as 


follows 





e Never attempt to appraise the 


size or scope of an electrical installa- 











tion on the basis of unscaled diagrams 
e Make certain of scale for any 
estimating procedures 


e Always observe special symbols 





given in “legends.” 
© Read all notes set forth on elec- 








trical plans 
e Read the job specifications care- 
fully before taking any action on the 


basis of the plans 








e Study specifications on materials 





shown on plan to determine compli- 
ance with local building ordinances 
Practice and experience are the 
essential requirements for acquiring 
proficiency in blueprint reading. How- 
ever, the outline given above repre- 
sents the framework within which 














proficiency can be developed 
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How To Factuate 
Increased Sales and Profits 





In a dynamic economy, it is not enough to know market facts 


as they were. It is necessary to know them as they were and 


as they are—so that one can estimate what they will become 


By A. N. Seares 


Vice President 


Rer ington Rand Inc. 


OR the past eight years—and with 


monotonous — regularity—newspa 


pers, business publications and 
government releases have reported in- 
creases 1n plant Capacity in this coun- 
try. We can be completely certain that 
America’s ability to produce has been 
expanded to the point that, with any 
cessation in the rate of expenditures 
for military purposes, we shall be con- 
flood of 


American 


fronted with an enormous 


goods available to the 
people 

We must find ways to move the po 
tential output of our mills and fac 
the ultimat: 
This 


must be done so that, on the one hand, 


tories into the hands of 
consumers. We have no choice 
we can provide an increasing standard 
of living for an increasing population, 
and on the other hand, provide people 
with good jobs and the purchasing 
power necessary to enable them to buy 
and use and enjoy these goods which 
we can readily produce 

also the 


and new 


Sales 


This is the old 
challenge to sales management 
volume once again will control every 
aspect of every business. If we produce 
enough sales, we can solve all our other 
problems 
© Powerful Group—That is why no 
single group has so much power over 
the future as the sales executives of 
It they 


energetically on the basis of carefully 


America are prepared to act 


laid plans and programs—based on the 


Reprinted from yitems Magazine 


facts they must face—our country and 


its profit-and-loss, free-market economy 
which made it great will be secure 


It is a truism—even a cliche—that 


no man’s judgment is consistently bet 


ter than his information. In a dynami 


economy, it is not enough to know 


market facts as they were. It is neces 


sary to know them as they were and 
so that one estimate 


as they are may 


The 
this can be done is through the use of 


what they will become only way 


orderly programs of market research 
market analysis, sales control and sales 
forecasting 

Successful sales management starts 
with factuating the collection of neces 
sary information as a basis for sound 
judgment. Our federal and state gov 
ernments make available to the busi 


ness community vast amounts of use 
ful and valuable information we could 
not compile as individuals. There are 
censuses of population, of housing, of 
retailing, of wholesaling, of manufac 
a wealth of in 


turing. These contain 


formation that gives us facts about 


where products irc bought and sold 
and used 

e Shapes and Sizes—From this in 
formation, we can lay the broad out 
lines of our distribution pattern. W« 
can determine approximately what the 
shape and boundaries of our territories 
should be. We can estimate how many 
men we need to move our optimum 


output at lowest net cost and where 


we should station them 
We 


have in our own internal re 
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ords another rich vein of information 


that is too little mined. From this we 


can define for our own businesses 


profitable customers and worthwhile 


prospects. This is in contrast to un 


profitable customers and worthwhile 


suspects. We can determine the profit 
territories 


contribution of markets, 


commodities types of outlets or cus 
tomers and types of consumers 


We can also obtain 


formation regarding the effort we ex 


invaluable in 


| 


pend to produce each dollar s worth ot 


sales. We can, by 
result, sec 
vetting ten dollars 
dollar's 


where we ar 


inalysis of effort in 


relation to where we are 


worth of results 


for a worth of effort, and 


spending ten dollars’ 


worth of effort to get a dollar's worth 
of results. 
¢ Buying Habits Every sale is 


The 


customer to 


made in the mind of the buyer 


reasons that motivate a 
buy from you may be entirely different 
from the reasons that you think ought 
tr motivate him 

differences in 


diffe r 


It is true that the 


men's minds are small, but the 


ences are very important. Hence, we 


must go into the marketplace and 


is the jy do 
other 


study the reasons people act 


and 


connect these reasons to 
characteristics they 


We must 


them to the 


p< msscss 
influences 
kinds of infor 


measure these 

and re late 

mation furnished us by censuses and by 

our internal records to implement our 
| 


salesmen and our advertising people 


(Continued on page 103) 





Six Ways To Forecast Sales: 


| HOU ISING 


\ ri ” o, 
\ a “ee PX 4 * 
| “ag? 

a mi 


Ke 


2] UGHTING SALES| 


Predicting sales on the basis of 
a lead-lag relationship. 


2. Estimating a company’s share of a 


total market which is well known. 


3. Querying dealers on how much 
they expect to buy in the next year. 


How Sales Are Forecast 


Here's a summary of the various sales forecasting techniques being used today. They 
range from complex statistical methods to the so-called "seat of the pants" approach 


HERE are 


statistical 


types of 
lead-lag 


with 


three major 
forecasts: the 
relationship, the correlation 
gross national product, and the share 
of industry approach 

Many 
the best method is the lead-lag relation. 
A company’s follow by about 


three to six 


companies have found that 
sales 
pattern of 
For 


lighting 


months the 


some general economic indicator 


example, selling 


fixtures for new houses find that their 


Cc mM pantes 


sales follow the wend of housing per 
This 


statistician of the 


mits by three to six months 
means that if the 
lighting fixture company knows what's 
happening to housing permits today, 
he can predict sales of his company’s 
products six months from now 

Of course, it isn’t as simple as the 
It may take months 


a series which leads the busi- 


above statement 
to find 


ness. Even then, mathematical rela- 


aa 


By Douglas Greenwald 


McGraw-Hill Department of Economics 


tionships have to be worked out 
Sometimes the lead-lag relationship 
disappears after years of working with 
it. But statisticians who can come ut 
with a lead-lag relationship for the 

company think it’s a sure way to suc 
Cess 

¢ Simple Correlation — The tech- 
nique generally used today, when no 
lead-lag relationship can be found, 

a simple correlation beween sales and 
indicator. If 


dollars, 


some over-all economic 


company sales figures are in 
the indicator is usually £TOSS national 
product. If the figures are in physical 
units, the Federal Reserve Board index 
of industrial production can be used. 

For such a relationship to be valid, 
sales must move along with GNP or 
the FRB index over a series of years 
In other words, sales move up or down 
time the more general 


at the same 


economic indicator moves up or down. 


There is no lead here. To forecast 


sales the statisician must make a good 
recast of the general indicator. 
stimates of what the GNP or the 
incex is going to be next year, 
years from now or ten years ahead 
are available from a number of busi- 
ness publications or economic services 
It is easier to get a reasonable projec- 
tion of GNP than it is to make an 
independent estimate of sales for a 
particular business 
However, sales forecasts 
correlation with GNP may 
accurate for a number of reasons. The 


run ahead of its com- 


made by 
prove in- 


may 
and so get more of the na- 


company 
petitors, 
tional market than in the past. Or a 
company’s prices may have risen faster 
than the average. All the 
sales forecaster can do is make arbi- 


national 


trary allowances for these special cir- 
cumstances. 
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4. Estimating demand on the basis of 
panel meeting discussions. 


e Share of the Market—The third 
arithmetic method of forecasting sales 
is tO estimate a company s share of a 
total market pretty 
known. Trade associations usually re- 


which is well 
lease estimates of total sales of their 
industry for the year ahead. If a com- 
pany has maintained a fixed percent- 
age of industry sales in the past, then 
it is simple to apply this percentage 
to the industry total and figure out 
what sales will be next year 


But what if the company gained 
a bigger share of the pie last year, or 
it lost out to competitors? Some ad- 


justments would have to be made in 
the figures. What if it plans a big 
advertising program for next year? 
The take 
that factor into account when estimat- 
ing sales for the next year. 

e Consultants — The easy way of 
forecasting is to hire a consultant for 
the job. Medium sized and smaller 
companies usually handle it this way. 
There are a number of economic or 
market research groups who will do 
all of the work involved in making 
forecasts, for varying fees. They will 
probably base the forecast on one of 
the three statistical methods men- 
tioned above plus some market sur- 
This saves the company sales 
department all the headaches of test- 
ing and correlating series, but it also 
costs a good deal, and some familiarity 
with company problems is sacrificed 
e Market Surveys — The consumer 


forecaster would have to 


veys. 


5. Evaluating salesmen’s estimates 


and then totaling them. 


survey is another way to forecast sales 
A sample of consumers is queried on 
what they plan to buy: what 
The 


manufacturer, a 


price 


line or what brand consumer 


may be a dealer or 


the ultimate consumer of a product 
In any case, the consumer's purchases 


fiuctuate with athe economic climate 


Today he may be ready to buy but 


tomorrow he may have cooled off. This 
is as true of business plans to spend 
on capital equipment as it is house 
wives’ intentions to buy refrigerators 
Direct catch these 


consumer surveys 


changes in mood which cannot be 


measured in statistical forecasts 


The dealer survey 1s another direct 
demand. All 


approached and asked how much of 


measure to dealers are 
a company’s products they expect to 


buy in the next year. Their reports 


are added up, and the total is an 
estimate of what sales may be. Some 
of the larger companies now do this 
type of survey but only take a sample 
of their own dealers. Based on the 
sample, they blow up the results to a 
national figure. But dealers change 
their minds, too. When a competitor 
puts on a big advertising campaign or 
gives something away free, this can 
ruin a forecast based on a recent dealer 
survey 

Inventories in the hands of dealers 
play an important part in any fore 
cast. The problem is how to find out 
about the inventories in dealers’ hands 


Some companies put a warranty card 
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6. Hiring a consultant to de the 


forecasting. 


on every unit they turned out. If the 


ultimate consumer returns the war 


ranty card, he is promised free service 
for a year. When the card comes back, 


it tells which dealer made the sale 


and in what region he was located 
By comparing the record of this deal 
er's sales with the record of shipments 
to him, the manufacturer has a good 
check on his stocks 

© The Panel 


a third forecasting technique 


The panel method is 
Mem.- 


bers of various related industries are 


brought together by an outside re- 


search agency to discuss their needs 


for the next year. Firms selling to 


these industries can thus estimate how 


much business will be available 


For example, a button manufac 


turer may get a research group to 


sponsor this type of meeting. His cus- 


tomers manufacturers of women’s 


coats and suits, men’s coats and suits, 


sportswear, shirts, et put some 


magnitudes on the size of their busi 


ness for the next year. Based on these 


reports from a panel meeting, the 


button manufacturer estimates the 
total demand for his product 

e Seat of the Pants—The personal 
called 


the seat of the pants method, is still 


evaluation method, sometimes 


the most widely used in industry. The 


sales manager asks his salesmen to 


estimate how much each one expects 
to sell next year. The statistician gets 
all the them. But 


reports. He totals 


{Continued on page 105) 
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Branching Out in Same City 


That formula—flexibly applied— is behind the success of the Madison 


Electric Co.'s intensive cultivation of the concentrated Detroit market 


OR SEVENTEEN vears Madison 
of Detroit, Mich., has 


been a proneer in an increasingly 


Electric Co 


important electrical wholesaling de 


velopment—same-city branch opera 


cons 


Yesterday's concept of this idea 


usually meant additional houses in 


other cities. Today's tremendous, con- 


tinuous mushrooming of metropolitan 
areas fully justifies one-city multiple 


branches for more intensive cultiva- 


tion of these concentrated markets for 


electrical equipment. As a city be- 


comes larger, top service becomes 


more difficult to maintain 
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In Madison's case, branch expansion 
was an economic necessity as well as 
a far-sighted move. Former neighbor- 
of Detroit — Dear- 
born, Wyandotte, etc. — had year-by- 
year been enveloped and assimilated 


ing communities 


by the sprawling Motor City. More 
area, more population meant more 
residential, commercial and industrial 
building. It also meant that the firm's 
and small industrial 
operating at a greater 
from the main Madison 
house. Consequently, the company de- 


contractor Ccus- 


tomers were 
distance 
cided to open branches where the 


customer was—and would be—plan 


ning well in advance for the swing 


in population centers and trading 


areas. Facilities were then located ac- 
cordingly. 
The 


he was, by the four easy-to-get-to, well- 


customer had be served and 


stocked Madison branches. Traffic and 


parking congestion—major problems 


for many a wholesaler—are no head 


aches for this distributor. Even the 


main house has been moved from 


Detroit's hectic “Hub” to a_ less 


cramped spot 
e East Branch Typical — An ideal 
model of successful same-city branch 


operation is Madison’s one-story 
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in Madison Electric's East Branch . . . 


There’s optional self-service .. . and regular service. 


Sign back of counter spells out East branch policy as Manager Ralph (Sarge) McLaughlin (r.) comes to re 
Lou Kniel explains inner workings of motor control box to ily stymied self-service sh 
self-service shopper A. Moroni, an electrical contractor housemen are 


cue of momentar 
opper Germy Valexio. Counter-ware 


alway ady 1elp, ll! orders if desired 


a 
- 


etatcineccaatn — 


There’s specialist attention ... and the friendly, personal touch. 


Typifying the heipful family atmosphere, Kniel helps con 


tractor Moroni load his order in truck. This type follow-through 
lation from Kniel and Lighting Specialist George Fodell keeps 


In customers’ lounge, contractor Lee Yauch (1!.) gets the de 


tailed price and layout help he needs for new lighting instal 


ld customers happy, makes new ones repeat accounts 


There’s adequate stock ... and quick emergency deliveries. 


Regularly scheduled deliveries keep East Branch inventories Branch truck is always ready for hurry pick 


ups and order 
workably fluid yet completely adequate in basic items. Approx drops. Contractor-customer 


are av time and expense 
imately 85 per cent of products are basic supply goods of sending high-paid personnel f 
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BRANCHING OUT continued 
Main house handles invoicing for branches 


6,000 feet 
houses everything needed 


East Branch. Its 
of Space 
by contractors from cable and conduit 
to the What's 
more, the house boasts a more than 


square 


smallest wall switch 
adequate 40x100-foot customer park- 
ing lot. The type of stock and the 
quantities carried are directly attuned 
to the particular needs of the con- 
tractors in the area, but stock is about 
85 per cent basic supply goods. 

East branch personnel — Manager 
Lou Kniel and three experienced coun- 
ter-warehousemen—are all thoroughly 
familiar with their contractor cus- 
tomers’ needs. What's more, all 18 of 
Madison's outside salesmen may 
the branch at some time. Men cover- 
ing adjoining territory draw freely 
on it for quick stock service and find 
it a goldmine of customer informa- 
tion and profitable leads. 

Kniel, a 31-year veteran with the 
company, has control of proper up- 
keep and selection of inventory in 
his branch because, “He's in a better 
position to know what lines he needs 
and how much to order. Main house 
remote control wouldn't work out as 
well,” Madison General Sales 
Manager Arthur H. Jones. The value 
of the average branch inventory, in- 
cidentally, amounts to $45-50 thou- 
sand and purchasing is handled ex- 
clusively by each manager, who has 
a free hand in running the house 

The only exception to the branch 
independence policy is the main house 
This 
and 


use 


Says 


financial and invoicing control 
factor work 
duplication. It also gives the manage- 
ment an administrative finger on the 
pulse of its outlying operations. To 
save unnecessary trucking expense, 
most of the branch stock is received 
direct from the manufacturer, but 
large items—cable and conduit—are 
supplied by the main house. 

The manager's primary administra- 
tive concern is maintaining a sound 
balance between inventory and _ sales 
volume. 
area sales situation and business con- 
ditions, he is better equipped for the 
task than anyone at the main house. 

e Good Will Evident — Closeness 
to the customer is an advantage 
of inestimable value and _ probably 
the fundamental reason for Madi- 
overwhelming branch success 
the East Branch, for 


minimizes paper 


Because he is closer to the 


son's 
Business in 
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example, is done on a friendly, per- 


sonal basis, otherwise unattainable. 
There is a “family” atmosphere prev- 
alent, which recently led Vice Presi- 
Chester Colen Jerome 
Sonenklar to institute optional self 
service. It proved highly successful 
At first, customers were somewhat 
baffled. “When you first go to a super- 
market,” explains Manager Kniel, “you 


don’t know where certain items are. 


dents and 


Our customers were a little confused, 
too. But we were there to help. Our 
signs gave them a choice— Serve your- 
self . or we'll be glad to serve you.’ 
At first only about 30 per cent tried 
self service. Now that they're used to 
it and know where items are located, 
I'd say 80 to 90 
come in, grab a cart, load it up fast 


per cent of them 
and come back to the counter in no 
time. Some even write up their own 
orders.” 

Madison has reaped many financial 
benefits from the relations of 
branch personnel and contractors. A 
direct advantage is prompter payment 
of bills. Contractors seem to feel that 
debts are more of a personal obliga- 
tion when they deal with the branch. 
There isn’t the feeling of “Oh well, 
the big company in town has plenty 
of money .. . they can wait for mine.” 

What's Kniel and his men 
know more about customers and can 
provide the main house with more 
detailed credit information than other- 
wise could be obtained. Decisions on 
vitally needed credit are often based 
on this important extra knowledge. 


close 


more, 


For example, the branch manager can 
the 
tractor’s general attitude, method of 


advise the home office on con- 
operation and local reputation—facts 
important to a sound and fair credit 
The benefits 
through a better main house under- 
standing of his business and its prob- 
lems 

e Builds Better Business — Madi- 
son developed a unique 
procedure based 
customer-branch 
personnel relationship. As Sales Man- 
ager Jones explains it, “Suppose an 
electrician decides to go into business 
for himself. He comes to the branch 
manager for advice. To begin with, 
we know him fairly well, but to do 
business he needs a credit rating. If 
the branch men know him as a good 


policy. customer also 


has also 


business building 


on the — personal 


risk, we start him on a spindle ac- 
count—a trial basis. Then we do 
everything possible to teach him to 
be a good businessman. Sometimes it's 
tough! When we think he’s got his 
‘business legs’ he goes on a regular 
account and automatically has an ex- 
cellent credit rating, good anywhere 
in town. He learns solid business 
sense and procedure; we have a sound 
customer.” 

The new contractor's trade usually 
stays with his local branch even though 
the company emphasizes that he’s not 
tied down to it—that his credit rating 
makes him welcome anywhere. “We 
don’t want all of his business, but we 
would like to be his favorite source 
of supply,” Jones explains. 

Though each branch has a largely 

independent operation, there is much 
intra-branch teamwork where speed or 
efficiency of service is concerned. 
Regularly trucks coming 
from the main house with stock are 
often utilized for emergency deliveries 
between branches. Each may carry 
several emergency orders as well as 
regular stock in its rounds. In addi- 
tion, each branch has its own truck 
for hurry-up pickups or drops at the 
other houses. Whatever is available at 
one branch can be obtained from any 
other branch—and quickly. All service 
teamwork is directed to saving the 
contractor unnecessary trips into town 
and making him a solid repeat branch 
customer. The only branch competi- 
tion to speak of is a friendly rivalry 
month when the branch man- 
agers each receive an analysis on 
branch inventory-sales figures. 
e Watchword Flexibility — Branch 
location or operation is mot static. 
If population and business  cen- 
ters change, the buildings can be 
easily relocated. As Jones puts it, “We 
haven't so barrelled ourselves in that 
get use new sales 
ideas.” Operation, dependent on the 
type of business done by the customer, 
also Some Madison houses 
feature small lighting showrooms— 
corners set off for the company’s six 
lighting specialists to demonstrate 
residential and industrial fixtures. 
Still other branches carry adequate 
stocks of dealer items — appliances, 
shavers, etc., for emergency orders in 
the immediate area. 

Like a barometer, the company’s 
branch operation is flexible, adaptable 
and subject to economic, geographic 
and population pressures that control 
it. Why? Pioneers keep pioneering. 


scheduled 


each 


we can't out or 


varies. 
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These salesmen* spent three days at a supplier's plant learning how to do a better job of selling his products. 


BLEGCTWIGAL 


WHO ESAUN 


Goes to a Sales Refresher Course 


more in five 


minutes in a plant like this 


7 CAN LEARN 
than I could in a whole day of 
studying a catalog.” 

“More give 
courses—they give us the gear to 
combat price talk and a lot of selling 
points you overlook!” 

These were a few comments heard 
by editors of ELECTRICAL WHOLE- 
SALING when they joined fifteen elec- 
trical distributor's salesmen attending 
the first (of many to come) sales 
refresher course given by Harvey 
Hubbell, Inc., Bridgeport, Conn. 

The group was representative, com- 


manufacturers should 


ing from New Jersey, Massachusetts 
and eastern and western Pennsylvania 
The course was well planned, care- 
fully 
smoothly yet thoroughly. The first day 
covered the company’s history and 
background, sales policies, fundamen 


organized and carried out 


tals of wiring devices, advantages and 
sales features of products. A_ plant 
tour was the mainstay on the second 
day, along with specific product de 
signs, advertising and promotion. The 
third day wound up the course with 
more product information and finally 
a review and discussion when salesmen 
asked for 


were suggestions for im 


proving the cours 
Highlight of rhe 


ot the 


presentation 


course to most 


salesmen was the plant tour, 


which took most of the second day 


They saw precisely what went into 


the simple st looking 


} 


items, were 


fascinated by the intricate operations 


necessary to produce them. Because 
of the interest evidenced, the editors 
carefully camera-logged this day, No 


vember 17, from beginning to end 


Turn Page for 
Sales Refresher Course 
In Pictures 





*Facing camera: Ted Lauer, of Rumsey Electric Co., Philadelphia, Pa.; 
John Shields, |. A. Nelson, of South Shore Electric Supply Co., 
Mass.; D. C. Kessler, Carl Brown, of Fromm Electric Supply Co., Beth 
Long, of H. N. Crowder, Jr. Co 
Harry Hogarth, of Franklin 


C. A. Schlener, R. H 
Edwin Triebe 


lehem, Pa.; 
Bethlehem and Allentown, Pa 


Smith, Inc 
Weymouth 
Crowder, Jr 


& 
Weymouth Co 
H. N 
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Jersey City 
Mass 


Wechsler, of National 
Jack Beers, of Harvey Hubbell, Inc., 


N.J.; R. Hale 
Fred Schneck, G 
Allentown and Easton, Pa 
Electr Ce 


of South Shore Electric Supply 
W. Woland, Eldon Taylor, of 
J. S. Stanton, W. 8B 
McKeesport, Pa Back to camera: 
Bridgeport, Conn 





7 é 


9-1 After briefing and splitting into 5-man 


tart tour in tapping room 


§:4 Fifteen salesmen ‘‘students’’ enter the Harvey 
* Hubbell building to start ‘school’ day 


Sales Refresher Course (Cont.) 11:3 Surprise is speed of operator's elec 


tronic testing « receptacles 


Around the Clock with the ‘Students’ 








Lad 
~ 


2:5 At conference room map, Dave Lyon spots National }. Shields, R. Hale and |. Nelsor uth Shore Electric 
. Electric for }]. Stanton and W. B. Wechsler examine latest catalog 
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Sales Promotion Manager Jack Beers explains buffing 10:55 Tool and « maker 
process to interested listener . a thers exchange 


12:3 Beers explain peed and advantage a ale u brir xa 
. inspect automatic packaging machine u wap information 


4-20 Ted Lauer, Eldon Taylor and Fred Schneck talk ver 
. product selling ideas 
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“Get out of the grab business .. . of ‘chuck six boxes and run’... 


Light Conditioning and the 


Is light conditioning really so different from the 
other types of lighting fixture merchandising for the 
home? 


It certainly is. Light conditioning is sold on the basis 
of an over-all, well-lighted home. It’s as simple as this 
to state: The right light in the right place. Light condi- 
tioning doesn’t embrace the selling of just fixtures alone 
It stresses the selling of lighting for the home, for the 
apartment or for the room. With light conditioning, the 
customer doesn’t make a haphazard selection of fixtures 
for the home, based on what allowance he gets from the 
builder. A planned presentation is made to him by a 
lighting specialist or consultant that is built around the 
lighting recipes that appear in the General Electric book- 
let, “See Your Home in a New Light.” In all instances, 
the lighting sale tries to exceed the meager allowance 
afforded by the builder to the occupant. In some instances, 
the builder is even approached to cooperate with us in 
planning and laying out a completely light conditioned 
home 


Does light conditioning display technique in the 
merchandising area of lighting showrooms entail 
any special treatment? 

Yes. And we've only realized this now. For the past 13 
or 14 years our showroom or merchandising area has 
been nothing but a forest of fixtures. We've had people 
come into the showroom and walk right out again 
saying there was too much to pick from. No matter how 
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hard we tried to sell them they seemed to be more con- 
fused than ever because of the terrific number of styles, 
types and prices. Talk about confusion. I mean it was 
the most organized mass of confusion you ever imagined. 


Then ordinary display techniques are out? 

In light conditioning, you should have the proper basis 
for display of these fixtures as they are related to the 
individual recipes. I mean by that a modular setup of 
the different fixtures as they would appear in the home 
A setup of the kitchen, the bathroom, the living room, 
a setup of the study area for the child, possibly with a 
chair and a floor lamp. With the proper gimmick word 
ing you can self-instruct those who view all these modu- 
lar setups to a point where they can practically sell them- 
selves. 

We feel that this type of point-of-sale merchandising 
is going to pay off well for us and will readily pay off 
for any distributor if he will spend the necessary time 
and money to develop these modular displays. We are in 
the process right now of changing over the organized 
mess we have in the showroom to the planned design of 
this modern concept in fixture display. We're even going 
further in this respect by the use of elevator displays 
throughout the showroom. With this display, we can set 
up two fixtures together—one that is just passable and 
another that has superb quality—on two side-by-side 
elevators and make a distinct comparison between the 
two. We find that this will pay because it’s much easier 
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If Dickson can do it, anyone can.” 


Dickson Treatment 


to trade up a person from an average style fixture to 
one that has peak price and quality when you compare 
both in the location it is supposed to light 


Would your merchandising area be more or less 
self-service? 


To a great extent, yes. While the person might desire 
a different general style, higher quality or different color, 
then of course we'll take them to the elevator and display 
the particular fixture they might have in their mind to 
purchase. The new system will be completely coded 
Each person will know where to go to find a display of 
the style he is interested in, whether traditional, colonial 
or modern. The recipe theme will be located around the 
the perimeter of the room so that, when a person goes 
to see, let's say the bathroom, it will be set up ideally 
for his visual purchase. It’s up to us, then, to change his 
visual purchase into an actual sale 


Then you'd rather do the actual selling yourselves 
instead of having the contractor do it? 

We feel that, at the present time and until there's a 
greater acceptance and a much better knowledge of this 
work by the contractor, that it’s our obligation as well 
as our function to assist or do all of the selling. That is, 
until the contractor becomes more familiar with our 
setup. Of course, the showroom will be labeled specifically 
for the use of the contractor and his customers and it 
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ABOUT THE MAN: Halsey (Dick) Dickson is 
a pioneer in the light conditioning movement. 
As president of Leidy Electric Co., Phillipsburg, 
N. J.. he instituted the first distributor-sparked 
promotion on behalf of light conditioning in 
his section of the country. His “open house” 
(ELECTRICAL WHOLESALING, May, 1952 

was the start of many more activities that this 
energetic distributor undertook to sound out 
his community on the simple premise of scien- 
tifie lighting for the home. It was at this open 
house that tradesmen and consumers alike were 
given a practical lesson in the art of light con- 
ditioning. From this beginning came the com- 
pany’s participation with cooperative contract- 
ors in equipping 63 homes with a total of 
$70,940 worth of light conditioned materials. 
His theories on light conditioning—as brought 
out in this tape recorded interview—are sound 
principles and reflect the sincere confidence he 


has in this modern concept of home lighting. 


An Interview 


will be possible, to a great degree, for the customers, 
together with the contractor collectively or separately, 
to help themselves 

What we'd like to do in the near future is to transfer 
some of the responsibility of the selling of fixtures to 
the contractor. As I see it, that's a long way off. We 
thought that by chewing the food ourselves we'd ask the 
contractor to do a little of the swallowing. Maybe we've 
chewed so well with these fellows that they're now 
leaning on us completely and expect us to keep right 
on doing it. Of course, as long as we can get such 
gorgeous dollar profits maybe it would pay us to do all 


the chewing from now on 


Then who is responsible for the actual selling in the 
showroom? 


We have made the light conditioning function one man’s 
responsibility The man we have set up in charge of the 
showroom is a boy who never saw our industry until 14 
or 16 months ago. He came to us from the wholesale 
grocery business where he was taught to “trade up 
When a can of peaches was two cents less on a name 
brand, his boss used to spank him where it hurt if he 
didn’t sell a certain number of the more expensive cans 


of peaches 


Was there an extensive training course? 


When we trained him for the job—along with the rest 


of our sales force—we didn’t go through any lavish 





“All the promotions in this area have been done by our own company” 


program. We took the booklet, “See Your Home in a New 
Light,” and studied it so thoroughly that they could rattle 
off all the lighting recipes by heart. We gave them 
copious doses of the G. E. film, “Bright Future,” which 
can be borrowed or rented or bought from Nela Park 
We'd go over the film, review it, and then go over it 
again. Then we'd have class. I believe that’s the only 
way to find out if the person is fully equipped to go 
out and sell light conditioning—to hold class on every 
thing that has been learned from both booklet and film 
We set up an easel board of recipes for every room in 
the house. We rehearsed and then rehearsed some more 


Did all this schooling work? 


Now that man we have appointed to head up the show- 
room knows the words and music of light conditioning 
He knows it from A to Z as well as any of us here 
He knows he’s not going to play grab—chucking out 
three, four, six or eight boxes across the counter and say, 
“Mister, here's your light.” While more effort is put 
to work, fewer items are being handled, fewer bills have 
to be written, fewer deliveries have to be made. He's 
learned that when the customer says “no” it doesn’t mean 
positively “no.” He has established in his mind a belief 
in light conditioning and expresses that belief with his 
enthusiasm. He has also reached a point where he has 
forgotten the idea that he must force the customer to 
select fixtures down to a certain scale or minimum that 
he has a fixture allowance, or that he must cover only so 
many outlets in the home 


Where do leads for these prospects come from? 


We get our leads from F. W. Dodge reports mainly 
We also get leads from our connections with the building 
contractor has already got to them first and sold them 
estate people and from watching advertisements ia the 
paper. The thing we like to do most is be there when 
the hole is dug. Then we have an opportunity to lay 
out the wiring and get the order for the other items 
that we try to incorporate into the complete plan. When 
the job comes up, we like to be sure that the plans are 
complete and accepted and that we have an order before 
the house is too far gone in the construction stage 
We feel we must somehow convince the homeowner that 
$50 is not even to be considered as an allowance for 
lighting fixtures. We can't do it properly if the plumbing 
contractor has already got to them first and sold them 
a $1,500 bathroom. The money would be pretty well 
spent before we'd have the chance to speak about light 


conditioning 


How do you promote light conditioning locally? 


We send out mailings periodically to homeowners who 
appear on the lists of the Dodge reports. The other day 
we had 132 notices from F. W. Dodge in a single day 
That same day we sent out 132 mailings with a letter 
inviting these people to come visit with us. We also en- 
closed a copy of the 814 x 11 master publication, “How To 
Light Condition Your New Home,” which, by the way, 
also appears in the F. W. Dodge book, “The Home 
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We offer our services to do the plan 


he 


Owners’ Catalog 
ning of the wiring and to lay out a blueprint for t 
lighting recipes as they appear in the booklet. We contact 
them personally or by phone or ask the contractors to 
call on them. When we interest a home owner in light 


conditioning we hunt up a contractor who is an account 


of ours. Sometimes the customer has preference for 
his own contractor. All the better. That’s just another 


way of adding new accounts 


Do you get any assistance from the power companies? 


All the promotions that were done in this area have been 
done by our own company. The power company has 
assisted us in one open house and public inspection about 
17 months ago. We have put on, without aid from the 
power company either in advertising or personnel, an 
other public inspection right here in our own town 
While they joined in with us and they attended, our 


personnel handled the entire inspection promotion 


Don’t you think light conditioning is ideal for a 
utility to take the lead in promoting? 


Very definitely. We discussed this very thing at a meeting 
in the power company’s office. We showed them what 
had been accomplished by a few electricians and our 
selves in making light conditioning a very profitable 
part of our businesses. We read off to them an accurate 
record kept of the kilowatt consumption of an old home 
that had been changed over to light conditioning. I know 
these figures to be correct because the home in question 


is my own. The kilowatt hours used prior to light con 


“‘An average increase of 261 kwh per month... 


ditioning were 629 per month. The kilowatt hour con 
sumption jumped to an average of 890 six months after 
light conditioning. This is a total average increase of 
261 kilowatt hours per month. While this may not prove 
anything as an over-all indication of what can happen 
it certainly appears to us that light conditioning is a 
part of their new business function that is being sadly 


neglected by the utilities. The utility's attitude is this 
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They consider the lighting load as something they're 


going to get anyway. They feel it’s a piece of their busi 
ness they'll get without any effort. I'll tell you this. They 
can't get it fully without them actually getting their 
bottoms off the chairs and punching for that business 


It doesn't come easy 


What can the utility do that your company isn't 
already doing in light conditioning? 


I think they should be hitting and tripping the potential 
buyers at the point of sale. All right, you say, how d 
you do it? One method would be the development of 
the model home. With all the experience and wealth 
of knowledge at their command, they could take charge 
of the inspections of these homes by the visiting public 
They can man it with people who can and will tell the 


light conditioning story completely and with enthusiasm 


and an average of over $1,000 per house” 


That will do a great deal for stepping up the response 
by the so-called walking, talking and shopping public 
The price of admission to these model homes should be 
the visitors’ names and addresses. We know that a well 
advertised home will bring a crowd of lookers and some 
buyers—and they're all interested. We know from ex 
perience that there are some buyers there because we 
have made sales from people who have seen our inspection 
homes and who gave us their names and addresses for 


future prospect lists 


Any other way they can help? 


Take the various display areas in the utility's lobby 


They could be used to make an appeal for light con 


ditioning to the public. They can take the same type of 


modular display we intend to set up in our own show 
room and place them in their display section. It would 
complete the theme of thinking. We would be doing it, 
they would be doing it, even the retailers could be doing 
it. If we all do the same thing at the same time with 
the same idea in mind, light conditioning cannot help 
but work. Until then, and only then, can it be said that 
the light conditioning program actually meets up with 
the potential buyer at the point of sale. It's an easy 
thing to set up, its not too expensive. If everybody 


cooperates, it would be like the proverbial snowball 
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What kind of success have you had already without 
the help of the utility? 


To date we have completed 63 homes—all light con 
ditioned. The total amount of business for the 64 homes 
came to $70,000. That means an average of over $1,000 
for each home. We called these 64 homes our “test 
homes.” We did that because we can look back now and 
see where we made some mistakes. We're not perfect in 
our methods. But we are working for some degree of 
perfection because we know darn well there ts a quicker 
way to promote the light conditioning story We also 
know that, with added help, not only from the utility, 
but from the manufacturer, his agent, his sales people 
and the dealer, we could make light conditioning in our 
area even better. If they all would chose this method 
of presentation—all of them together—it would be as 


simple as that 


What can manufacturers do? 


They can at least start making a good, complete line 
of residential fixtures. I say this without reservation 
No one manufacturer makes a good, complete line of 
light conditioned fixtures. And they are aware of this 
fact. Almost everyone is trying to beg the question up 
and down the manufacturing lines. They want to save 
on a bulb out of this fixture or two inches off that fix 
ture. Somebody doesn't want to make valance lighting 
and another doesn’t want to make an_ over-the-range 
fixture. We say that every manufacturer should dream 
up a complete light conditioned package that can be 
taken to the salesman intact. One manufacturer has al 
ready taken the cue by producing a packaged light con 
ditioned kitchen. If more would do the same—and for 
every room in the house—light conditioning would be 


so much easier to sell 


And the volume so much more? 


Fixture manufacturers are poing to have to realize—like 
the builders do already—that housing starts this year and 
next will not come up to the same par as in previous 
years. They'll have to realize that if they're to keep their 
total doliar sales up, to keep them close to where they 
were last year, a different method must be used than 
has been used in the past. We've got to figure on step 
ping up the total unit sales price to each purchaser. In 
other words, if we can jump the $50 or $60 sale to $100 
or $300, who will care if we have as many house starts 
as previously. We're still going to wind up with that 


much more money. And more profit 


What can dealers do? 


They can LO halfway with us in our merchandising dis 
play treatment. It's gotten so now that we're carrying 
the ball from the time we take on a line to the time it 
gets into the consumer's hands. Some dealers’ displays 
are really something to see. I mean it's way back in the 
days of 1910. The just hang them up and leave them 
there. The trouble is, they're getting away with it. Some 
body is going to wire a home and that somebody needs 
fixtures. If the dealer isn’t a smart merchandiser and he 
wants to get out of it the easy way, he'll give the cus 


tomer three of our catalogs and he'll start with the 





“We find the builder a ready and apt pupil in light conditioning” 


cheapest line, the modest priced line and the good line 
I defy anybody to tell from pictures where real quality 
takes off and junk begins. All the pictures look lovely 
So we feel we must make this light conditioning pre 
sentation matter of factly. We've got to hit the public 
with light conditioning at every turn of the corner so 
as to have a better chance to tell our story and close the 
sale. The more this happens, the better able we'll be to 
go to the dealer and say, “Look, Joe, how about taking 


two of the recipes and setting them up in your store.’ 


Does the builder have any specific function in light 
conditioning? 


We feel the builder has a great function in light con- 
ditioning and we find him a ready and apt pupil. More 


\ 


“If the prospect doesn’t believe in us 
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> 
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so now than in the past. Maybe a year or two back he'd 
have taken it as a gamble. Now it’s something different 
He know it’s going to be difficult to sell and he’s got 
to have special treatments of homes. We say, “Let's use 
light conditioning because it’s simple, to the point, and 
can be used effectively in the home.” We feel it has 
greater advantages than any of the so-called special 
additions to a home that makes it a ready sale proposition 
It’s readily seen that a house turns quicker because of 
what the builder has done in light conditioning 

We've had meetings with the builders who belong to 
the local chapter of the National Association of Home 
Builders. We told them of our certification plan which 
will definitely increase the value of the house by 5 to 7 
per cent. To get the certificate, the home owner must 
match the requirements of light conditioning in every 
respect. If they do—and all of the 63 test homes did 
we give them a certificate and ask them to attach it to 
their deed. Of course, the matter of the 5 to 7 per cent 
increased value of the home is affected by the quality 
of the fixtures we select for them and still maintain the 
recipe qualifications 


How does this help the builder? 


We tell them that, as a result of this certification plan, 
the house takes on added prestige. This of course means 
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that it will ultimately take on added value. We tell them 
that, even though the house must have a higher sale 
price, it still becomes easier to sell because light con- 
ditioning takes it out of the junk stage. The average 
project house has $9 to $50 worth of fixtures in it with 
no particular means of identifying one from the other. 
It has no functional lighting. It usually is of the smaller 
type, just as cheap as you can find it. With light con- 
ditioning the builder can immediately take his project 
home from this class and into a higher one 


Do you plan also with the interior decorator? 


Absolutely. What I had been talking about before had 
to do with a direct presentation with the home owner 
where, possibly, there has been no interior decorator or 
consultant available. But where the interior decorator, 
consultant, designer or other planning agency is a factor 
you must work together with them so that you do not 
violate some of the principles or methods that they're 
going to employ to make the house harmonious. We talk 
with them on the side, not in the presence of the buyer 
We want them to realize together with us that style 
changes always exist. If the buyer is of moderate circum- 
stances, maybe it’s the better part of valor to give them 
medium priced goods so that if they want to change 
their fixtures in ten years they can do so without losing 
too much. But if you go to the best quality of fixtures, 
the best quality of home furnishings, you usually do it 
in some simple styling that’s going to remain in vogue 
not modern, probably traditional, probably colonial, the 
styles that have been with us since Paul Revere 


How many lines do you handle? 


About a year ago we stocked lines. We've reduced 
these to five at the present time. Some we have abso- 
lutely cut right out of the line and sold down the hill. 
Others we're continuing to fill in, with the idea in mind 
that we're moving from our stock many specific manu- 
facturers’ products we eventually hope to have out of 
our lines. Not because we dislike the manufacturers, but 
we cannot stock them all. We are not going to be a 
league of nations stocker. We feel that you won't lose 
volume by concentrating your efforts on fewer numbers. 
Our decision to cut down our lines put us on the spot 
because we spent thousands of dollars on existing stock. 
If we do sell it we're going to sell it to people who may 
not accept light conditioning. That's the only way we're 
going to get rid of it, or else take a complete loss by 
taking it to the river and dumping it. We feel, though, 
that once you get clear of the junk that every distributor 
has cluttering up his showroom, it’s simple to go ahead 
with light conditioning. You have fewer and you have 
better lines—that’s what you stock 

Are you faced with any price cutting problems in 
light conditioning? 

With all the houses that we have done, the problem of 
price cutting has never even entered the picture except 
on an individual unit basis. We've always been successful 
on the basis of the presentation we've used. When you 
take the trouble to plan, to lay out, to organize, to show 
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people what you're doing, why they should have it, 
they have a different concept of what they're buying 
than if they went in and bought a complete house at a 
fixed price. They spend from one hour to three hours 
with us and in this way they become part of the planned 
presentation. We've never found price to be the most 
important thing. It has always been the matter of, “Is 
it too big; we wonder, it’s new?” So you explain, you 
show, you bring out the supporting data, the literature 
This all takes time. But you wind up ultimately with 
more money from the individual sale because of plan- 
ning together with the prospective owner. 


Say price does enter the picture in your planned 
presentation to the consumer. How do you play it 
down? 


On the general objections to price, we try to get them 
out of the class of fixtures they have chosen by making 
side-by-side comparisons of the fixtures they want at X 
dollars as against the fixture we are recommending at 
3 to 5X dollars. Without any problem, we can usually 
show them the reasons why the one fixture costs more 
than the other. With our own particular method of pre- 
sentation, we usually can win the customer over to our 


we believe we don’t deserve his business’ 


way of thinking and have him select the more expensive 
fixture. If the customer persists, we go to the doctor 
routine. We tell the customer, “When your doctor pre- 
scribes something for you, you don’t argue with him 
about it, do you? You don't refuse to do what he tells 
you because, if he's like my doctor, he'll tell you to go 
some place else.” And that’s what we tell them. They 
came here to get the best advice we know how to give 
We know that and we try to convince them and be 
sincere enough about it that we're here to do something 
for them that will do them some good. But they have to 
have confidence in us. If they don’t we believe we don't 
deserve their business. 


If the power company doesn’t take the lead, don’t 
you think the distributor should be the one to 
take over? 

As far as we're concerned, it’s going to be us. We feel 
that if it’s good for us it certainly would be good for 
any other distributor. We're not that peculiar. The thing 
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we're trying to do is eliminate as much time and effort 


as is practical and at the same time have an opportunity 
to do more jobs. But look at these other distributors who, 
though interested in light conditioning, still haven't taken 
the right step forward. They do six times the volume 
that I do; they have seven times the number of person 
nel: they're in a center which is the second or third 
largest in their state and they're considered one of the 
best distributors anywhere around their area. If they 
ever took it up and made a decent effort, what money 
they'd take in because the potential is so much greater 
and there’s so much more money in so many more places 
in that area than there is here. It would actually be a 
bonanza for them. I'm no magician, I'm just an old re 
tread. I don't have the ability nor the stamina that some 
of these youngsters just coming into the business have 
It Dickson can make a successful go at it, I tell you 
anyone can 


Why hasn't light conditioning taken hold in the 
industry as fast as it has in your own company? 


I think it’s because some of the distributors are in a 
rut when it comes to lighting. Remember, we were 1n a 
rut, too, and probably deeper than anybody around here 
of our size. All we could think of was “quote.” “Did 
you get a chance to quote on it?” we'd all say. So we'd 
quote. And then the purchasing agent would say, “Look 
Dickson, I've got one here for $9.63. If you can do better 
you've got the job.” So we'd quote $8.10 or $8.42. “How 
did we do, did we get it?” “Yeah, you got it.” How much 
did we make? Two per cent, three per cent, four per 
cent. So we had to do an ever increasing volume of busi 
ness to even keep ourselves in payroll money 

All the time the volume has to get bigger and pretty 
soon we could see the running out of the potential 
volume. We tried the distribution of the General Electric 
booklets a year before we ever got into this program 
but we did nothing about it. We took our time and got 
no reaction. Then we sent out the circulars and made a 
big open house of light conditioning and played it up 
big. People are always willing to listen to something 
that’s good if you can prove it is worthwhile. With a 
little effort and all on our own we parlayed this 


program into a plus paying proposition 


Do you think that, if given a chance, light condi- 
tioning can snowball into one of the biggest profit- 
paying promotions in the industry? 


It could be, but Dickson can't make a snowball all over 
the country. If the utilities want to make a modest 
effort in convincing a few wholesalers around the country 
that they will back them in light conditioning promotion 
then it has a chance to really snowball. If they want 
proof of what it can do for a distributor, we've got it 
We can take them around and show them our test homes 
We can let them talk to the pe ple around here who 
have thanked us over and over again for what we have 
done to beautify thew homes. 1 don't know what more 
we can do except keep right on making the profits we 
make from light conditioning. The one thing I want 
to get across is this: We're only a small outfit. You might 
as well say that only two of us here are actually pushing 
light conditioning. It shows to me conclusively that 


if it can happen here, it can happen anywhere 
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W. B. IMHOLT, newly-elected chairman of NAED’s Pacific SUITE ENTERTAINING was also a part of the Pacific Zone 
Zone; W. M. Jewell, newly-appointed manager; Mrs. C. G NAED meeting at Coronado. Above is a group of friends, vis- 
Pyle and Mr. Pyle, executive director of NAED, New York itors and customers at the Phelps-Dodge suite 


rhe 


PARTY-COERS at the chairman's dinner: |. to r., D. A. Smith NEW MANAGER of Pacific Zone, W. M lewell, right, visits 
Graham Reynolds Electric Co.; Harold Thrane, Gesco, Lo with R. A. Balzari, former manager, who sought retirement 
Angeles; W. W. Powell, Western States Electric Co after 13 years in this key position with the West Coast group 


“FR ond Egy ot Coronado 


P On Sales Training: All manufacturers expect distributor salesmen to get ex- 
cited about their products without realizing that someone has to create that 
excitement. 


On Adequate Wiring: Differences in opinion on what constitutes adequate 
wiring is a major problem that must be solved before the industry can work 
together in promoting a materially successful program. 


On Appliances and TV: The appliance and television industry is not going 
to resolve itself into a limited group of exclusive dealerships each handling 
the full line of one manufacturer. 


ELECTRICAL WHOLESALING—December, 1953 





PAST AND PRESENT CHAIRMEN of Pacific Zone: F. W ADEQUATE WIRING PANEL: |. t P. Shelley, Federal 
Scott, left, Graybar Electric C Los Angeles and W. B Electric Product W. F. Chapmar an Diego utility: F. l 
Imholt, Electric Ci rp of San Francisc Byrum. contractor: Bud Delar Supp! Distrit uting ( 


* <ast? 


APPLIANCE PROGRAM ready to begin: Chairman Harri LOBBYISTS, |. t Ri sr OW ' Gains 
Newmark, Leo J]. Meyberg Co.; C. Culbert, Sues, Young G boro; S. W. Mesick : all; Seymon vn. Picture 
Brown: R. Brown, Horn G Cox ( - Chairman Scott was taken during 


TTENTION to methods of train- ating this excitement, he said, is a sell—‘putting the ‘go’ in negotiation 


ing electrical wholesalers’ sales- thoroughly organized salesman train Mr. Cramer emphasized each of his 
men and to the need for better ing program. He outlined for the dis- points with color sound movies used 
industry coordination of adequate wir-  tributors and their guests practical sug- by Westinghouse in its training pro 
ing promotion highlighted the supplies — gestions that had proven successful for grams. He concluded in facing 
topics on the program of the NAED'’s Westinghouse and its distributors. an era of continually rising costs and 
Pacific Zone Fall Convention at Coro- These included keener competition with more prod 
nado, Calif., October 12-14. More than ® Teaching basic selling strategies ucts than we have ever had to sell, we 
350 electrical distributors from the 11 giving the salesman superior ability are dependent largely on how well a 
western states and their guests attend- to apply both his working hours and distributor's salesman performs at the 
ed the meeting that brought major his technical knowledge in a manner point of sale ind he can perform 
changes in the zone’s personnel and to secure the greatest order getting re only as well as he has been trained 
future operating plans sults ¢ Adequate Wiring Topic — Com 
‘All manufacturers expect distribu- e Teaching specific product infor peting with Chamber of Commerce 
tors’ salesmen to get excited about mation; what the product is, what it weather that favored semi-tropical 
their products possibly without will do, and why, where, how and to Coronado Island for the three days, the 
realizing that someone has to create whom it can be sold wholesalers’ convention had opened 
the excitement,’ said H. L. Cramer @ Teaching skillful use of the sell- with an “Electrical Wiring Panel.” 
manager, agency and construction dept., ing tools available to the distributor's Moderated by F. X. Delano of Electric 
Westinghouse, East Pittsburgh, in his salesman Supplies Distributing Co., San Diego 


illustrated talk. Most important in cre © Teaching the inside salesman to (Continued on page 106) 
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ALL YOU NEED FOR EASIER SALES is contained in the G-E center guide to make ordering and replacement easy, and a slide rule 


Fluorescent Ballast Service Plan Kit—customer bulletins on how that helps you answer customers’ questions quickly—all you need 
ballasts work, how to install and test them, a stock plan and service to simplify your sales and keep your customers happy. 


You can give faster service and boost your profits 
with G.E.’s new Fluorescent Ballast Service Plan 


Simplified ordering and intensified promotion help 
you get your share of a $5,000,000 business 


This is a complete service and promotion plan. It gives you the sales 
tools to bring more business into your store. It shows you how to 
handle that business faster with better service to your customers. 


New Exchange Plan Has No Red Tape 


Through immediate replacement of in-warranty ballast failures, you'll 
build good will and identify yourself as headquarters for service in the 
fluorescent lighting field. The G-E Service Center Guide shows you how 
to use this simple, practical service plan to handle replacements efh- 
ciently, And the kit’s promotional tools help you sell better service by 
providing the answers to your customers’ questions on ballast problems. 

If you'd like to become a G-E Fluorescent Ballast Service Center, 
contact your nearest G-E Apparatus Sales Office. Your G-E_ ballast 
specialist will be glad to show you how. General Electric Company, 
Schenectady 5, New York. 401-2 


BIGGEST PROMOTION in the ballast business gives 


you vivid “mobile,” counter card, counter handouts, 
announcement posteard, and window decal identify 


ing you as a G-E Fluorescent Ballast Service Center 





Red-d' forrtedon! 


A New Trade Mark -- for Established Quality Wire 


Trade Mark Reg., Copyright 1953 

by Diamond Wire & Cable Co. 
@ Get ready for action... team up with Diamond Wire Products now! For 
action is what you'll get from the new Diamond Wire Merchandising 
Laboratory! Here is an entirely new concept in modern marketing... 
a Merchandising Laboratory scientifically developing hard-hitting sales 
aids to help you build more business and increase profits! 

Look for the Red-“d”. . . a new symbol of highest quality wire products... 
new symbol of improved merchandising techniques. Watch for new hard- 
hitting wire products now being developed in our Technical Laboratories . . . 
backed by Red-“d” selling aids designed to put YOU out in front of competition! 


= 

DIAMOND WIRE & CABLE CO. 
SYCAMORE, ILLINOIS 

Manufacturers of Red-"d” Electrical Wire 
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ALL YOU NEED FOR EASIER SALES is contained in the G-E center guide to make ordering and replacement easy, and a slide rule 
Fluorescent Ballast Service Plan Kit-——-customer bulletins on how that helps you answer customers’ questions quickly—all you need 
ballasts work, how to install and test them, a stock plan and service — to simplify your sales and keep your customers happy. 


You can give faster service and boost your profits 
with G.E.’s new Fluorescent Ballast Service Plan 


BIGGEST PROMOTION in the ballast business gives 
you vivid “mobile,” counter card, counter handouts, 
announcement posteard, and window decal identify 


ing you as a G-E Fluorescent Ballast Service Center 


Simplified ordering and intensified promotion help 
you get your share of a $5,000,000 business 


This is a complete service and promotion plan. It gives you the sales 
tools to bring more business into your store. It shows you how to 
handle that business faster with better service to your customers. 


New Exchange Plan Has No Red Tape 


Through immediate replacement of in-warranty ballast failures, you'll 
build good will and identify yourself as headquarters for service in the 
fluorescent lighting field. The G-E Service Center Guide shows you how 
to use this simple, practical service plan to handle replacements efh- 
ciently. And the kit’s promotional tools help you sell better service by 
providing the answers to your customers’ questions on ballast problems. 

If you'd like to become a G-E Fluorescent Ballast Service Center, 
contact your nearest G-E Apparatus Sales Office. Your G-E_ ballast 
specialist will be glad to show you how. General Electric Company, 
Schenectady 5, New York. 401-2 
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Red-d forrtedon! 


A New Trade Mark -- for Established Quality Wire 


Trade Mark Reg, Copyright 1953 
by Diamond Wire & Cable Co. 


@ Get ready for action... team up with Diamond Wire Products now! For 
action is what you'll get from the new Diamond Wire Merchandising 
Laboratory! Here is an entirely new concept in modern marketing... 
a Merchandising Laboratory scientifically developing hard-hitting sales 
aids to help you build more business and increase profits! 

Look for the Red-“d”. . . a new symbol of highest quality wire products... 
new symbol of improved merchandising techniques. Watch for new hard- 
hitting wire products now being developed in our Technical Laboratories . . . 
backed by Red-“d” selling aids designed to put YOU out in front of competition! 


DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINO'US 
Manufacturers of Red-"d” Electrical Wire 
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Cat. #633-618 Flush or Surface 


“Gpneret brings you a “Main and Range Plus’! The quadruple 100 Amp. main lugs feed 4 pull- 


pullout unit that actually plans for the future. Not only does this outs connected in parallel. One 


all-in-one unit take care of today’s wiring requirements . . . it 60 Amp. functions as a main dis- 


anticipates tomorrow's needs. Eliminates costly auxiliary wiring connect for eight 30 Amp. plug- 
fuse branch circuits and the 60 


equipment, and unsightly additions. The *Goneral Quadruple 
— oy Ge P Amp. sub-feed lugs. Three addi- 


Pullout unit is neat, compact, thoroughly dependable. It saves you 

—— _— Y tional pullouts (one 60 Amp. and 
time and materials . . . at a price you want to pay. No wonder cue 30 and ented exgieien 
wholesalers and contractors all over the country are saying: such as, Ranges, Water Heaters, 
Switch to “Gpneral today! Available everywhere exclusively Dryers, etc. Other combinations 


through wholesalers. may be ordered. 


na nerad é 
Write for 


in every mi 
Major City Switch Corp. catalog 


45 ROEBLING ST. - BROOKLYN 11, N. Y. 
ENCLOSED SAFETY SWITCHES e SERVICE ENTRANCE EQUIPMENT e BRANCH CIRCUIT PANELS 
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Neither Explosion nor Fire 
could destroy this KILLARK?*:“:Fixture 


section were still intact, the globe was in pertect condition—there 


Unscheduled but dramatic proof of Killark’s rugged durability 
and safety-plus design came out of the ruins pictured above 

Both explosive gases and fire joined forces to produce this plant- 
wide destruction—bricks were literally evaporated under the heat 
beams were twisted into grotesque shapes, large tanks were hurled 
to distant points. 

In the very center of this broad devastation was the Killark fixture 
shown here in the unretouched photo! Excluding the sheet metal 
reflector, of course, the body of the fixture itself came through 
undamaged—in still-usable condition. The gaskets and the seal-off 


was no invasion of fire into the conduit 

A more severe test for any fixture would be hard to imagine—yet 
this is the kind of day-in-day-out protection built into every Killark 
Explosion Proof Fixture 

Less spectacular perhaps, but just as important to long-life in- 
stallations, are these other Killark advantaye rust and corrosion 
proof Alumalloy construction; smooth attractive finish light in weight 
but strong in service; always safe and non-sparking, yet cost no 
more than ordinary iron fittings 


“KILLARK—a Fitting Name to Remember” 


ELECTRIC MANUFACTURING COMPANY 








le 


THESE arid nepresenrarives 


Detroit JOHN RIDINGER 
Pittsburgh 


PF EMMETT VINCENT 


EARL GLANDT indianapolis 


Seattle 
JOHN GOODWIN 
Kansas City 


JOHN THIERMAN 
EDSON HARRIS Columbus 


—_ ‘ ———— 


a ee 











oo 
— 
—— 


JIM COLLINS HORACE FRITSCHLE 
Chicago Chicago 
(Warehouse City) (Warehouse City) 


ALBERT PERRY 
JOHN DARTT Richmond 


Milwoukee 


REX LARSEN 
Los Angeles os 
Warehouse City) > 
GENE SANDERS 





E. GUNTHER ’ St. Louis 
Houston 


- 
‘> 


JOHN CUSHMAN 
Palm Beach 


JOHN GUNTHER 
Houston 


JOHN NAYLOR 
New Orleans 
ROBERT McDONALD 
San Francisco 
(Warehouse City) 


ELECTRICAL WHOLESALING—December, 1953 





P. BANGHART 


; Boston 
aah pe = (Warehouse City 


EDWARD COOK, JR. 


Buffalo JAMES SLATER 
Boston 
(Warehouse City) 


” 
EDWARD COOK, SR. 
) 
- 
—_———— 
ee 


Albany 
JAMES SWAN 
H. FLIEHMAN ROBERT DUCKWITZ Babylon BRUCE JOHNSON 


New York City : Philadelphia New Brunswick 


























Al WALKER 


New Brunswick 


These Triangle Sales Representatives have a responsibility to you. They 
all are dedicated to one aim—to serve you better, quicker and in a more 
friendly way than you ever thought possible. Cooperation, sincerity and 
honesty come first on their list of ‘‘musts.”’ 
These men are backed by a manufacturing organization that has grown, since 
1916, from a one story building to an imposing array of four large factories. 
a... Starting as a manufacturer of Armored Cable and Flexible Steel Conduit, 
Philadelphia Triangle today is one of the foremost manufacturers of electrical wire, cable 
PAUL KIDDER 


cette and conduit. In addition to the electrical field, Triangle is now producing plastic 


pipe, brass and copper tube for the plumbing and heating industry, plus 
numerous other applications. We at Triangle believe the contributing factors 
to this growth have been the extra quality of our service and products along with 
our 100% distributor policy. Service, coupled with our directive to our employees 


that our products must be right, have been the keystones of our business policies. 


JOHN CUSHMAN, JR. If you distribute, buy, specify or install wire, cable, conduit, plastic pipe 
nana or brass and copper tube, it will pay you to ask for TRIANGLE. 


(Warehouse City 


maine = TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


Manufacturers of arteries for electricity, liquids and gases. 
Wire Cable Conduit Plastic Pipe Brass and Copper Tube 
PLANTS—NEW BRUNSWICK, N. J.: 
Wire and Cable Plant Rod Mill Brass and Copper Tube Mill Plastic Pipe Plant 
MOUNDSVILLE, W. VA.: Conduit Plant 


W Yue Be iz 
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“We want you to meet some V qi p.* 
see 


VICTOR IMPROVED PRODUCTS, 


a completely new line of Wall and Ceiling Ventilators! 


Our new line of wall and ceiling ventilators is better than ever .. . designed to 
move from warehouse to dealer to user—but fast! 

These new models feature superb engineering, ahead-of-the-times styling, and 
workhorse dependability . . . true VICTOR qualities that always assure your 
dealers of immediate buyer acceptance! 

To help line-up orders for you, VICTOR is telling your story in the magazines 
your dealers read. So order up! But first look over this year’s newest best-sellers ! 


The All-New Victor Model V-83 

8” Through-Wall Ventilator! 

You’re face to face with a real breadwinner—the Victor Model V-83! 
This smartly-styled new wall ventilator dresses up any kitchen. 
Quickly rids air of heat, grease, odors. Its beautiful one-piece grille 
permits maximum air passage; comes in snow-white baked enamel, 
or in highly polished chrome at slightly higher cost . . . The Victor 
Model V-83 clicks “on” and “off” by easy-reach pull chain. Is 
powered by a whisper-quiet induction-type motor that won't interfere 
with radio and television reception . .. The Victor Model V-83 is easy 
to install. Comes “knocked down” for quick, on-location assembly. 
Propeller and motor assembly “snap in,” can be easily removed for 
thorough cleaning. It’s a honey of a sales-maker, that’s also available 
in 10” size Model V-103! 





The «Peoples Choice”! 
The New Victor Model V-CW103 


10” Ventilator for Wall and Ceiling Installation! 


Gives homeowners and builders choice of wall or ceiling installation. 
Vents to outside through king-sized 3'4” x 12” duct. This 2” greater 
width provides 20% more cross sectional duct area, eliminates danger 
of air “choking” off! Other important DEALER SELL features: 
Twin dampers that prevent backdraft! New deep-pitched 3-blade 
propeller for maximum air delivery! New 3-speed switch (optional 
at slight extra cost) for high, medium or low speed control—plus 
new “‘snap-in”’ propeller and motor assembly for A B C-easy in- 
stallation, cleaning! Carries painless price tag, too! 


To help you sell your DEALERS... . this 
handsome, FREE Floor Display Offer! 


Comes ready to set up, to make BIG sales for your 


DEALERS! 


The ventilator business is going great guns! It’s not a seasonal 
business with the usual “slumps,” but a steady-going, 

12-months a year deal. Make some V.L.P.’s (V ERY IMPORTANT 
PROFITS) yourself, by stocking up now! For all details, write, 
wire or phone your Victor representative. Do it soon—won’t you? 


VICTOR VENTILATOR COMPANY 


Lockland, Cincinnati 15, Ohio, Dept. EW12 
VENTILATORS AND FANS 
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FLEX 


A- 


POWER 


Busway Distribution Systems 


You can now offer a complete line of Trumbull 
Flex-A-Power to fit all busway applications. Alu- 
minum bus bars in Type LVD heavy-duty feeder 
and Type FVK plug-in busways resist corrosive 
atmospheres containing concentrations of sulfur 
dioxide or hydrogen sulfide. Their light weight—up 
to 40% less than copper — means easier handling 
and installation, less expensive hanging, lighter 
floor loading. 


Flex-A-Power electrical distribution systems are 
always up-to-date, because of complete freedom to 
change layout, add or move equipment, rearrange 
circuits and make additions at minimum cost. 

Does your sales force need up-to-the-minute 
instruction on Trumbull Electrical Distribution 
Systems, copper and aluminum? Ask your Trumbull 
salesman, or write us for more details. 


Cuick Forts ABOUT ALUMINUM FLEX-A-POWER 


* TYPE FVK. A plug-in busway with powe1 

outlets at one-foot intervals, tapped by 
Flex-A-Plugs of the fusible 
molded case circuit breaker 
amperes, to 600 volts. (3-phase 4-wire 277/480 
volt type available in 225 and 400 ampere ratings.) 


switch or 
types. 225-800 


4 


oervreeeewee eee eer eee eeeeeeeeeeeeeee 


*Also available with copper bus bars. Light- 
and heavy-duty trolley 
with copper bus bars only. 


busways available 


Listed by Underwriters’ Laboratories, Inc. 
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* TYPE LVD. For high capacity, low volt- 

age drop, feeder applications, or as a 

riser in multi-story buildings carrying 

high currents over long distances, 600-4000 
to 600 volts. 


ampere ratings, 





3 ELECTRIC 


DISTRIBUTION ASSEMBLIES DEPARTMENT 
PLAINVILLE, CONN. 








Duo-Guard Pushmatic ... Now the STANDARD 


Only Duo-Guard provides 


>1. FOR BRANCH CIRCUITS 





> 2. FOR LAMP and APPLIANCE CORDS 





Duo-Guard Pushmatic circuit breakers give lets to all properly connected electrical 
you double protection because they have sepa- equipment. Also protects branch circuit 
rate thermal and magnetic elements. The Duo- wiring. 


Guard principle assures you that lamp and 
Now the standard BullDog breaker, Duo- 


Guard Pushmatic has all the famous BullDog 
exclusive features: simple-to-operate —push- 
No other breaker—at any price—has both: button control; day or night identification of 
“OFF” breaker; bolt-tight installation. No 


other breaker offers as much . . . vet many 


appliance cords, as well as branch circuits, are 


guarded from thermal and electrical faults. 


Thermal Element (himetal strip) protects 
branch circuit wiring and insulation, from 
Klectri-Center panelboard to receptacle or cost more. 


outlet, from any kind of thermal overloads : 
oo Get the complete story on the world’s most 


efficient circuit breaker. Write, today, for new, 
Magnetic Element (imultiple-turn solenoid) free Bulletin PM-365. BullDog Electric Prod- 
provides instantaneous protection for lamp ucts Company, Dept. EW-123, Detroit 82, 


_ and prevents nuisance tripping. 


and appliance cords, from receptacles or out- Michigan. BEPCO 


Duo-Guard 





rotection 


THOROUGHBRED IN ELECTRICAL EQUIPMENT 
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BullDog Breaker 











Simplified diagram of Thermal Element 


As bimetal is heated by excess electric current, it bends 
ob and releases latch. Spring snaps latet pware wreaking 
| 





Simplified diagram of Magnetic Element 
W vd wl Wher 


wreak BOTH BRANCH CIRCUIT WIRING 
AND LAMP AND APPLIANCE CORDS ARE PRO 
PECTED FROM ELECTRICAL OVERLOADS AND 
HORT 


CONTACT 


ELECTRIC PRODUCTS COMPANY. 
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ONLY MOE LIGHT 
DISTRIBUTORS 
GET THIS 
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Moe Light Trucks travel on regular schedules to almost every part 
of the country—there’s never any waiting for needed merchandise 
that’s stranded on the dock at some transfer point. You don’t have to 
worry about receiving damaged or broken stock... your fixtures 

arrive ship-shape and in short order. 


For better, faster service, plan your orders with the Moe Light 
delivery schedule in mind. These delivery schedules are made regularly 
and frequently to practically every point in the United States. 


ROLLING BILLBOARDS... 


. . « Every one of the Moe Light giant trucks is attractively painted 
and carries the famous Moe Light insignia. These trucks are on 
the road almost continuously and are seen every day by thousands 
and thousands of people. Trained in courtesy and safe driving, 
each driver is an ambassador of good will for Moe Light and for you 


li 


MOE Gu MOE LIGHT Fort Atkinson, Wisconsin 


(Division of Thomas Industries Inc.) 


“iw 


Plants at Fort Atkinson & Sheboygan, Wisconsin; Princeton, Kentucky & Los Angeles, California 
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Cablex now comes in a clean, 
slick, easy-working gray jacket. 
It's making a big hit with 
electrical contractors everywhere. 
Send for free samples. 


COLLYER INSULATED WIRE CO. 
245 ROOSEVELT AVE., PAWTUCKET, R. J. 
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Blackhawk No. 600 Watertite 
connectors for service entrance 
cable. Smooth, non-rusting cast- 
ing with live rubber grommet 
for lasting protection. Clean, 
asy running threads and ta. 


pered point screws for faster 
installation, 


Blackhawk No. eee 
entrance caps. Special a 
strength qo gee pedo = 
num alloy. Easy —— ~~ 
position. Filister hea st ec 
ing screws. Threads c Pa a 
full cut.For 2, 3, 4, or 

service. 

















Blackhawk No. 3626 Steel clad 
wire holders. Heavy steel a 
and supporting strap, No. a 
square shoulder woe oe 
f parts hot dip galvanize 7 o1 

celain has compression — 
only. Smooth rounded sur = 
protect wire insulation. RE 

approved. 















FITTINGS AND FIx TURES 


cerays i Electrica] wholesalers everywhere have found the 
ap-= ; 


ckhawk SOT the 


Y can rec. 

” her gs ommend with confidence and sell with profit the B-] Line 

a stray hol 1 Ey . . -_ . ° . ° 
wpe stp ie. per a | “very item is uniform op quality, with features for easier - 

Exclusive eliminate - Pq y, or easier and 


faster installation and Jon 


& service life. You can stake your 
reputation on Blackhawk, Once your Customers try B-] they'll 
be back for more. 


Write for Free Catalog 


IMMEDIATE DELIVERY FRO ADEQUATE sTocx 
WHOLESALERS ONLy > "© ELECTRICAL 


WHEN You Buy ASK FOR B.J 


BLA CKHA WK INDUSTRIES. DUBUQUE, lowa 


! Plates « Locknuts id 
* Cabi oa 
Grounding Assemblies « Grounding cone 2 Bee Hecennectors Tan o2 


; gers © Fish T ; 
Machine Screws Wood Seren”! , Ad Conduit H 
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means a better Motor Starter 





























oe 
+t 
‘ce Designed to provide the highest degree of 
accessibility, flexibility, and compactness 
aa —with no sacrifice of performance an 
f long life. TCT 
+++ 
1] | EASY WIRING..-- seh | TTT 
1 Plenty of wiring space and easy-to , “4 Cet. 
na get-at solderless terminals. Installation ‘iS t+ 
. * . }—4 4 
co 


+— me 
is a breeze. 








ACCESSIBILITY. ne 
load relays C4” 


4 


petty fi, 


























{ Coils, contacts OF over 
if be changed without disturbing exter- 
4 nal connections. A screwdriver is the 
only tool you neee- 
+ pLEXxIBILITY.-- 
ks may 


lectrical interloc 


be added to size l starters, four to 
da 3. Contacts may be nor- 
losed, oF dou- 





Three extra © 














rmally ¢ 








ble circuit 


PERFORMANCE ove 
izes 


;ded motion minim 























Straight line, gu) 
wear. Large silver alloy contacts 1n- 
sure exceptionally long life and 
mance. “ott-the-Shelf” Parts Kits 
make normal maintenance easier 
than ever Each kit contains parts 
1 load con- 


lace al 
rings. Electrical 


lable in kit form. 





trouble-free perfor 


Write for Bulletin 8536 


Square D Company, 4041 N. Richards Street, 


Milwaukee 12, Wisconsin 


nna 


necessary to rep 
tacts and finger 8P 


interlocks also ava) 
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CBM Certified Ballasts . 
are Tailored to the Tube 
ee make your lighting dollar a fayther 
te 


The heart of a fluorescent fixture is the Ballast. 


Best lighting performance is assured by accurately 


matching ballasts to fluorescent tube requirements. 


CERTIFIED BALLASTS are so matched. Built to ex- 
acting specifications designated by the Certified Ballast 
Manufacturers,* tested, checked and Certified by 
ETL, CERTIFIED BALLASTS truly are “Tailored to 
the Tube!” 
\ | 
That's why CERTIFIED BALLASTS assure: 


LONG LAMP LIFE FULL LIGHT OUTPUT 
LONG BALLAST LIFE FREEDOM FROM OVERHEATING 
QUIET, TROUBLE-FREE OPERATION 





And that’s why, today, the large majority of fluorescent fixtures for 
general lighting service are equipped with CBM Certified Ballasts. 


> BALLAST MANUFACTURERS 


*Nine leading manufacturers make CBM CERTIFIED BALLASTS. 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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three tapes 


«e- one quality 


FRICTION 
( a 4 5 | | 5 § = 4 f. | Get the most “coverage” for 
your money with tape thot goes 


further . say Gold Seal. 


RUBBER 


Get the splicing compound 
that sticks fast, speeds the job... 
say Gold Seol. 


PLASTIC Get Gold Seal quality in 


plastic electrical tape. Highly elastic, it “flows” on 
to cover any surface snugly. Neat, thin wrapping 
gives all needed dielectric on most jobs. Sticks on — 
stays on — resists sunlight and weather — defies 
water, oil, solvents. Single 60 ft. rolls, cellophane 
protected, are packed in round metal cans. “Tape-saver” 
20 ft. rolls, sized to meet average job needs and 
“swing” easy in tight places, are packed in 10-roll 


Handy Pack containers. Sample free on request. 


JENKINS 


FRICTION + RUBBER + PLASTIC 


Also Diamond Seal Friction and Rubber 
Tapes made to ASTM Specifications. 
Products of Jenkins Bros. — makers of 
famous Jenkins Valves. 
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“We did $10,000 plus business in the first 
two months we sold Honeywell Controls” 


says C. C. Vail, President of United Electric Supply Company of St. Louis 


HONEYWELL 


In October, 1952, we started to sell Honeywell 
Controls. And in November and December, we 
did $10,000 in heating controls alone 

Here's how it happened ! Our company de 
cided to expand. We realized temperature con 
trols would be the logical new line because elec 
trical contractors in St. Louis are doing more 
and more wiring for heating control instalia 
tions. But we wanted to make sure the market 
pote ntial was good before we stocked controls 

So with Honeywell's help, we prepared a 
control catalog and mailed it to 2,000 electrical 
dealers in St. Louts—and received an amazing 


43% return from the initial mailing ! 


lake on the Hone yu ell 
Plus- Profit Line 


“Then, we received a 22% return trom a fol 
low-up letter, sent to dealers who didn’t respond 
to the catalog mailing—for a sensational total 
response of almost 48% ! 

"With that kind of proof—we set up a separate 
heating controls division to service dealers. The 
result was that in the two months following we 
did $10,000 of plus business 

‘And, with guidance from Honeywell, we're 
also planning a Dealer Controls School to teach 


them how to sell, install and 


service heating 
controls 
With this start, we feel heating controls will 


be a profitable addition for our business 


ELECTRICAL WHOLESALING—December, 1953 





“Our goal is *2,000 a week in heating controls” 


market is as potentially profitable as United 
Electric Supply Company found St. Louis to be 

In addition to greater profits, your regular 
dealer customers will welcome your decision to 
stock Honeywell, because it means they'll be 
able to buy all their needs at one source. And 
this better service will probably draw a lot of nen 


“We feel the future for increasing heating 
control sales is very promising. In fact, after we 
get going, we estimate we'll sell $2,000 or more 
a week in heating controls,” says Mr. Vail. 
Take advantage of this solid profit opportu- 
nity with the only complete heating control line 
available today—Honeywell! It’s easy to get 
started—and you'll probably find your local customers your way, too! 


Six popular Honeywell Controls that have fast-selling records with electrica! wholesalers today ! 





Chronotherm TM850 Line Voltage Thermostat 144 Line Voitage Thermostat TA42 


This snap-action job can't be beat tor light For an accurate, dependable heavy duty ther 
duty line voltage installations. It really solves mostat to control line 
stoker installation. It has automatic night the problem for electricians where direct con either heating or cooling applications, elec 
set-back and morning pick-up, which gives trol is needed for small motors, unit heaters, tricians consider the Honeywell TA4? the 


homeowners a nice warm house to get trol on the market 


There's nothing like the Honeywell electric 


clock thermostat for any standard oil, gas or voltage devices in 


upin line-starters, and other similar equipment 


igs 


Electronic Weathercaster 17001 


‘ 
ee ee coin A 


Universal Relay R182 Electronic Relay R7012 


| 


This relay is used where the job involves Here are two units used in the amazing Honeywell Electronic Moduflow system. The 


Weathercaster, outside, signals indoor thermostat when outdoor temperatures change. The 


control of line voltage loads, trom low volt 
and then 


indoor thermostat also measures inside factors and adjusts its control point 
signals the Electronic Relay, which cycles burner accordingly. This results in inside tem- 
outdoor weather changes and indoor requirements 


age thermostats or controllers. One of a 


complete line of switching relays, it’s avail 
peratures being rarted in relation to 


H pne y Ww ] 
For detailed information on these and other ne e ] 
famous Honeywell Controls to sell your dealers, 

call your nearest Honeywell office; or write H ( ( 
Minneapolis-Honeywell, Dept. EW’-12-133 mt WLU 


WONTYWELL 


able with a variety of switching actions 


V inne apoll 8 Minnesota 
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Briegel, the Original Indenter Fittings 
are neater in appearance, easier and faster 
to use. Installation is simple and less 
expensive. Two quick squeezes sets them 
forever. Try B-M Indenter Fittings and get 


more profits from each job! 


METHOD 
MICOEL & 
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MOST TREMENDOUS ADVANCE 
SINCE Stab-Iok WAS INTRODUCED 





MORE THAN 15 MILLION STAB-LOKS have been 
installed in three short years. And now Federal Noark’s 
Magic “E” slots in Stab-lok bus bars multiply your customers’ 
opportunities to install Stab-lok and save space, time and 
money, as well! 


4 





The Magic “E” slots and sequenced bussing that are 
now standard in many Stab-lok enclosures are designed to 
accommodate: 


STAB-LOK CIRCUIT BREAKERS TYPE NC. One-half 
inch wide ... two can be inserted in place of one 
Type NA; Type NA. Made in 15 and 20 amp. capacities. 


(a)—Single and double pole (simultaneous trip) Stab-loks 





(b)—The new space-saving Stab-lok breakers, Type NC. 
These new breakers come in 15 and 20 amp. capaci- 
ties. They are half as wide as the Type NA... two 
NCs can be inserted in place of one NA. 


The flexibility and widespread combinations of individual 
pole breakers thus made possible are simply amazing. In 
addition, smaller enclosures can be installed with ample 
capacity for future circuit expansion; older installations can 
be expanded by simply removing the interior and replacing 
it with the Magic “E”. 

Get ready for the big increase in Federal Noark Stab-lok 
sales. And write for the new Magic “E” booklet that gives 
you the whole story of Stab-lok’s tremendous improvement. STABLOK CIRCUIT BREAKERS TYPE NA. The 
original Stab-lok. Single and double pole (simul- 


nbsp: taneous trip). Made in standard range of 15 to 
5, New Jersey. 50 amps. 


Federal Electric Products Company, 50 Paris St., Newark 














Federal Noark products: Stab-lok Circuit Breakers, 
Motor Controls, Safety Switches, Service Equipment, Indus 
trial Circuit Breakers, Panelboards, Switchboards, Control 
Centers, Bus Duct — Pacific Electric Manufacturing 


Corporation products: High voltage circuit breakers and _wmwuermrws a. 
power switches % Sales offices in principal cities. 
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Here's progress you can measure 
in fluorescent ballast design 


high . . 
These G-E two-lamp, 
}0-watt rapid start and standard switch-start ballasts assure 
both easier handling and far more compact 


IMPROVED HEAT CONDUCTION is assured when side 


panel is mounted in contact with channel metal. 


EASIER MOUNTING is possible because of new lo- 


cation of leads, out of the way of mounting tools, 


Lighter 


progress in fluorescent ballast design. 


by half a pound and only 1*4 in . that’s 


and economical 
fixture design. You can count on sizeable savings in handling 


and shipping costs on mass production runs. 


MORE EFFICIENT DESIGN gives vou better 
tion, too. For example, 
new ballast case permit rapid heat dissipation into fixture 
channel metal when ballast is properly mounted. 


NEW LEAD LOCATION makes mounting easier. Half way 
between center mounting slot and corner mounting holes, 
leads can’t interfere with mounting operations. 


FOR BETTER FIXTURES that are smaller, 
easier to install and handle, it will pay you to use G.E.’s 
new shallow-height brick case ballasts for two-lamp, 40- 
watt applications. Contact your nearest G-E Apparatus Sales 
— or authorized G- : distributor today. General Electric 
Company, Schenectady 5, N. 7. 412-11 


ballast opera- 
the long panels on either side ol this 


more convenie nt, 


GENERAL @® ELECTRIC 








You can always rely on RACO 


Save line! Save Morey / 
INSTALL A RACO BOX 


IN 47 SECONDS 


with these new 
RACO BOX GRIPPERS 


HERE IS HOW IT WORKS 


YOUR MEN WILL LIKE RACO 
BOX GRIPPERS 


Raco Grippers are so easy to use! Just lay 
gripper on box ... bend lugs over end of box 
and bend tabs forward. Insert box. Pull tabs 
up snug. Box is solidly and permanently 
fastened to any type of wall! Use Raco Box 
Grippers on any single or multiple wall box. 
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P&S Super A.C. Switches are listed as approved by 
Underwriter's Laboratories, Inc. for use up to their 
full rated capacity for — 


1. Fluorescent Lamp Loads. Up to full rated ca- 
pacity at voltages from 120 to 277. Only half as 
many P&S Super Switches needed as compared 
with ordinary type that may be used only up to 1 
rated capacity. 


2. Inductive Loads. P&S Super A.C. Switches can 
be used up to 277 Volts at full rated capacity. 


3. Incandescent Lamp Loads. P&S Super A.C. 


Switches can be used up to full rated capacity. 


4. Motor Loads — P&S Super A.C. Switches can 
be used up to 277 Volts at 80% of current rating 
of switch. 


AND WHAT’S MORE—P&S Super A.C. Switches 
are designed and manufactured to give you many 
times the performance of ordinary snap type 
switches. 


Write now for complete information on 
this Revolutionary New Switch. 


Department W 


P 2S Super A.C. Switches 

15 and 20 Ampere Types 
Single Pole, Double Pole, 3 Way 
Sturdy Brown or Ivory Handles 

Totally Enclosed 

Large Head Binding Screws 

May Be Mounted in Any Position 
Back or Side Wiring 


PASS & SEYMOUR, INC., SYRACUSE 9, N.Y. 


OFFICES. 71 Murray St., New York 7, N. Y.; 1229 W. Washington Blvd., Chicago 7, Ill 
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You need it! us. 
Sendfor ps 


free copy 
today! 


U.S. Royal Portable Cords and Cables 
U.S. Railroad Wires and Cables a - 
U.S. Power Cables U.S.“ Research perfects it... 


U.S. Control and Signal Cables “U.S. Production builds it 


U.S. Building Wires and Cables 


United States Rubber Company, the only 
electrical wire and cable producer to grow 
its own natural rubber and to manufacture 
its own plastics and synthetic rubber, 
makes a complete line of electrical wires 
and cables for every industrial and domes- 
tic application. Just published is the 1953 
“U.S.” Catalog, essential for men who 
specify, install or maintain electrical wire 
and cable. Send for your free copy to 
address below. Here are the catalog 
chapter headings: 10. Technical Data 


UNITED STATES RUBBER COMPANY 


ELECTRICAL WIRE AND CABLE DEPARTMENT « Rockefeller Center, New York 20, N. Y. 
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U.S. Bare and Weatherproof Wires 
U.S. Flexible Cords and Cord Sets 
. U.S. Telephone Wires and Cables 


en~PFrer Pr 


. Miscellaneous U.S. Wires and Cables 





LOOK TO Asdate 
FOR PROFIT IN — 


Attachment Plugs 
Battery Clips 

Bead Chain & Accessories 
Bushings 

Cleat Receptacles 
Convenience Outlets 
Cord Connectors 
Cord Sets 

Current Taps 

Door Bells & Buzzers 
Extension Sets 
Fixture Ports 
Flashers 

Fluorescent Sockets 
Flush Switches 
Foreign Devices 
Fuse Plugs 

Ground Clamps 
Grounding Devices 
Heating Elements 
Industrial Plugs 
Insulators 

lron Plugs 

Knife Switches 
Lamps & Shades 
Lamp Sockets 

Pilot Lamp Accessories 
Push Buttons 

Radio Aerial Parts 
Range Cords & Receptacles 
Receptacles 

Shade Holders 
Socket Adapters 
Socket Reducers 
Spot-Lite Accessories 
Staples 

Switches 

“T” Polarity Devices 
Terminals 

Testers 

Transformers 
Trouble Lamps 

Wall Plates 

W. P. Sockets 


and 


/ 

No when you stock, specify and sell Rodale’s quality line of 
more than 600 superior electrical wiring devices and TURN-TYTE 
interlocking connectors. You'll roll a lucky 7 every time with RASS. 
Rodale’s precision-designed, factory-tested, job-proven devices SANNA =. 

. . whether it’s a product for home or industry. ° 


interlocking devices 
Delivery, service, dependability and durability plus price are 
only some of the factors which make Rodale’s complete line 
your best bet. Bet? It’s a sure thing. 


Rodale MANUFACTURING CO., Inc. 


FACTORY, GENERAL OFFICES: EMMAUS, PA 


CHICAGO WAREHOUSE & LOS ANGELES WAREHOUSE 
1157 W. GRAND AVENUE 338 E. 2nd STREET 


Representatives in all Principal Cities 
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® 
CONDUIT 


protects the wiring systems 


each of these 
modern 
buildings 


Cargo Operations Building, New York 


ki ae international Airport 


South Side Generating Station, Jacksonville, Fia 


Lever Brothers Soap Plant, Los Angeles al 


1407 Broadway 
Building 


New York, N.Y 


H. P. Hood & Sons Plant, Boston, Mass 


’ . 
here’s why: 
Spang Conduit is the combination of top-grade steel and quality-con- SPANG-CHALFANT 


trolled manufacturing which gives you conduit to fit any wiring needs. ee se very Sompeny 
| Jence of the ie de i fc Sn: »C { ites be f, { GENERAL SALES OFFICE 
vidence Of the wide cemanc or Spang Conduit can be found in CONDUIT TWO GATEWAY CENTER. PITTSBURGH PA 
the many types of buildings for which Spang exclusively has been District Offices and Soles Representatives 
specified. Whether it’s an airport, a manufacturing plant, a power Piece Petite 
plant, an office building, a home... no matter what the type of building 
... architects and contractors find that Spang offers the conduit best 
suited for their needs. 
Spang is easier to cut, thread, bend and weld, saving valuable time 
and money on conduit installation. Take your choice of any of the “big 
four” in a full range of sizes. Spang offers you Cenlaco, Central Black, 


Central White, and EMT with the SPANGLEAM Finish. 
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SMOOTHER 


Electricians & Contractors are Insisting 


COLUMBIA CABLE & em 
Serving the Electrical Wholesal Since 1912. 
255 Chestnut St. 


NON-METALLIC SHEATHED CABLE €. M. T. A. na C. ARMORED CABLE 


Sales Representatives in Following 
Coral me ee <8 Fla. 


Cincinnati 
a a Tex. 
Detroit, Sick. 
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A MESSAGE TO AMERICAN 


The second of two articles on profits 


INDUSTRY -e 


ONE OF A SERIES 


What Are PROFITS Used For? 


This is the second article on the role of 
profits in our economy. The first was ad- 
dressed to the question: ‘How High are 
Profits?” The answer was found to be: 
not high when compared with previous 
years and the present investment in cor- 
porate facilities. This second article is 
addressed to the equally important ques- 
tion: “What do corporations do with their 
profits?” 

In 1953 corporations will earn about 
$20 billion after taxes, if the recent rate 
of earnings is maintained throughout the 
year. These profits will be used (1) to 
expand and improve productive capacity 
through purchases of new plant and 
equipment, (2) to finance the operations 
involved in a growing volume of business 
and (3) to reward the people who have 
invested their money in American indus- 
try. Of the $20 billion, the corporations 
will pay about $9 billion to their stock- 
holders as dividends. They will use the 
$11 billion that remains to purchase new 
plant and equipment and to increase their 
working capital. 

This year corporations are increasing 
their plant, equipment and working capi- 
tal by a total of approximately $32 bil- 
lion. Of this amount, about $26 billion 
is for new plant and equipment. The re- 
mainder is for working capital. As this 


article will show in greater detail, about 
$21 billion of this will come from depre- 
ciation allowances and sales of new se- 
curities. The other $11 billion will come 
from retained profits. 

It is impossible to trace exactly 
how each dollar of retained profits 
is spent. This money is mixed with 
other money that goes into the com- 
pany treasury in the form of pro- 
ceeds from loans, sale of securities 
and depreciation allowances. How- 
ever, it is a fact that by retaining 
$11 billion of their profits this year, 


corporations have provided $11 bil- 
lion toward their total capital re- 


quirements, including the money 
needed for expanded and improved 
capital equipment. 


Profits Mean New Plants 


This year American industry is en- 
gaged in a very large expansion of plant 
facilities. This will increase the indus- 
trial capacity of the nation by about 7 per 
cent. Since 1950, our capacity has been 
increased by about 12.5 per cent. And all 
of this expansion has been privately fi- 
nanced, even though about one-third of it 
was certified as necessary for national 
defense. 

The expenditure during 1953 of $26 
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billion for new plant and equipment —an 
alltime record—imposes terrific finan- 
cial responsibilities on our corporations. 
About one-half of the amount required 
will come from depreciation allowances. 
In general, these allowances are supposed 
to pay for the replacement of worn-out or 
obsolete equipment. Another $8 billion 
will be raised by corporations through new 
security issues and long-term mortgage 
loans. All together, depreciation allow- 
ances, security issues and long-term loans 
will provide about $21 billion. But this 
is still $5 billion short of the $26 billion 
needed for new plant and equipment this 
year. Thus, it is retained profits that spell 
the difference between expansion and 
standing still, between growth in the pro- 
ductive capacity of the economy and run- 
ning downhill. 

As plant facilities are expanded, cor- 
porations also need more working capital. 
A larger volume of business requires 
larger inventories, larger accounts re- 
ceivable and larger amounts of ready 
cash to meet payrolls and bills for ma- 
terials. The increase in these items dur- 
ing 1953 is estimated at $8.5 billion, of 
which about $2.5 billion will be supplied 
by short-term bank loans. The other $6 
billion will come from retained profits. 
Thus, retained profits provide an essen- 
tial $11 billion—$6 billion for working 
capital, $5 billion for new plant and 
equipment —to meet corporate financial 
requirements. 

Incentive for Investment 

The role of the profits that are paid to 
stockholders as dividends or to employees 
under profit-sharing plans is even more 
important than the role played by re- 
tained profits in providing plant, equip- 


ment and working capital. Dividend 
payments provide the main incentive for 
investment in the stocks of corporations. 
They are the reward for risks taken by 
investors. Dividends paid by corporations 
whose common stocks are listed on the 
New York Stock Exchange provide an 
average return of about 6.5‘. at present 
prices, and dividends on preferred stocks 
average about 4.5‘. return. Dividends 
are distributed among 6.5 million stock- 
holders. Also, it is estimated that 3 mil- 
lion employees now are covered by profit- 
sharing plans. These plans increase the 
incentives of both production workers 
and managers to work harder and more 
efficiently. 

Thus, more than 9 million Americans 
have a direct financial stake in corporate 
profits through ownership of stock or 
participation in profit-sharing plans. But 
all Americans share indirectly in the re- 
wards of a successful business year. In- 
vestment of a major part of 1953 profits 
in new plants and equipment means more 
employment opportunities and better 
working conditions for labor. For the na- 
tion, it means new industrial capacity that 
is essential both for national defense and 
to produce more and better goods for a 
rising standard of living. 

Corporate profits after taxes repre- 
sent about 6% of the nation’s total in- 
come. But the job they do to stimulate 
investment and to finance industrial ex- 
pansion and improvement is more far- 
reaching and more essential to the 
prosperity and well-being of the Ameri- 
can people than would be suggested by 
that small figure. 


McGraw-Hill Publishing Company, Inc. 
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Tie up all the sales angles— 
with “U.S.” Tapes 


When you carry the tape line your trade knows will ously sold on “U.S.” through advertising in the lead 
satisfy any insulating or splicing needs, you'll write up ing trade and industrial journals: plus sales promotion 
plenty of orders tor tape aids. They respect the “U.S.” name because they 
“U.S.” is one of the largest manufacturers of cables know “U.S.” makes thousands of other products used 
and tapes. “U.S.” Tapes are so widely known and day in and day out by millions of people 
widely used that they are the tapes that are wanted And 25 “U.S.” District Sales Offices trom coast to 
because users and dealers have found them superior. coast can handle any of your supply demands quickly 
Moreover, industrial users an@ dealers are continu- and easily. Check your stock. Order NOW! 





PROVEN 








U.S. Security” Friction Tape 
For electrical and general purpose jobs 


SECURITY —— 3 Strong and tacky—it stays on. Does not age 


4 or dry out. Unusually high tensile strength 

FRICTION TAPE - for tough assignments Straight-tearing, non 
— t ravelling. Also in specification grade — U.S 

Holdtite®—exceeds A.S.1T.M. specifications 





























U.S. Security Rubber Tape 


Excellent for all general electrical work. This 
unvulcanized rubber splicing compound is 
high in tensile strength, elongation, tackiness, ‘ SECURITY 


dielectric strength and stretch. Handles easily, Semmes 
. . rd ' 
fuses without heat. Also in a specification RUBBER TAPE 
grade—U.S. Holdtite—exceeds A.S.T.M. spe- United States Rudder Company 
i er roee e+ ? 


cifications. 





. ° ° N 
U.S. Royalastic Plastic Tape 
Makes a thin splice, keeps wiring neat and unclut 
tered. Does the work of both rubber and triction 
tape in many applications. Complete mechanical 
and electrical protection. High diclectric strength 
and resistance to abrasion, water, 
oils, acids, alkalies and corrosive 
chemicals. Good stretch, tight 
grip. Approved by Underwriters’ 

Laboratories, Inc. 





UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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“Amprobe 1s 


sold only 
through the 


distributor’ 





AMPROBE the pocket-size snap-around volt-ammeter. 


There is an Amprobe for every job, every budget: 


AMPROBE AMPROBE : AMPROBE 
JUNIOR “300” ‘ “*600’’-"'1200” 
New “Sudget” The ideal For extra-heavy 
model for “all-around” 
specitic multi-range 
applications. Amprobe. 
$19.85 $49.50 

with leads Lie with leather 
case and leads. and leads. 








Write for catalog « Pyramid Instrument Corp. 
Lynbrook, New York 


(Export Div.: 458 Broadway, New York 13.) 
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J. H. Jewell Elected 
President of NEMA 


ATLANTIC CITY, N.J J. H 
Jewell, vice president of the Westing 
house Electric Corp., was elected 
president of the National Electrical 
Manufacturers Association last month 


Mr. Jewell, a of NEMA’s 
board of governors for several years, 


member 


succeeds Lyle G. Hall, president of the 
Stackpole Carbon Co., St. Mary’s, Pa 

Vice presidents named were: J. | 
Busey, vice president, General Electric 
Co... J W 
liance Electric & Engineering Co.; W 
A. Elliott, president, Elliott Co., F. I 
Allen-Bradley Co 


and; Hoyt Post Steele, executive vice 


Corey, president, The Re 


Loock, president, 


president, Benjamin Electric Mfg. Co 
A. F. Metz, president, The Okonite 
Co.. 

Laurance ( 


was reelected treasurer 


Messick was appointed 
to the newly formed National Light- 
ing Bureau as director. The objective 


of 


the basis of accepted industry stand 


this bureau is the relighting, to 


ards, of the estimated 85 per cent of 


substandard national commercial and 
industrial properties. Mr. Messick has 
a background in trade association, 
chamber of commerce public relations 
and trade magazine editorial work 


W 


Oster 


It was also announced that G 
Orr, of John 
Manufacturing 


sales manager 


Co.'s electric house 
wares division, and vice chairman of 
the section and cha‘rman of sales pro 
motion committee, was elected chair- 
of 1954. He 
succeeds Stanley G. Fisher, sales man 
] 


a 


man the section for 
ager, electric housewares division, 
Landers, Frary & Clark. W. H. Denn 
ler, general manager, electric house 


wares department, General Electric 


Co., was elected vice chairman 


R. A. Balzari Retires 
From NAED Pacific Zone 


SAN FRANCISCO, CALIF.—R. A 
Balzari, secretary of the Pacific Zone 
of the National of Elec- 
trical Distributors, has requested to be 


Association 


retired at the end of this year. Zone 
William M 
Jewell, manager, Seattle district, West- 


members have elected 
inghouse Electric Supply Company, to 
succeed him. Mr. Jewell will operate 
under the title of manager. 


Mr. Balzari has had a long career 
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WHOLESALER division of Essex 
held its Annual Meeting 
gressman Horace Brown 


C. McKew Parr A 


Luncheon 


ely 


Se right 


Jame: Kennedy | 


R. A. BALZARI wil! retire at the end of this year a: 
yn of Electr 


Zone of the National Ass 
associated with the electrical industry 
He te | time t 


ciati 


June, 1941 will deve 
For 
years he has been associated with the 


ot 
symbol of good fellowship and good 


in the electrical industry many 


presentation the Copper Cup, a 


sportsmanship. First played for in 


1909, the golf trophy has been played 


100 by Pacifi 


Zone wholesalers 


for well over times 


Following his graduation in 1908 


from the University of California, 


Electrical 


Gue 


Ss 


N.]., 


Wa ( the 


recently 
ut Con 
president 


League, Newark 


t peaker 


tured th 


Ww 


ident for 


pi 


eCague pre 


f the Pacific 
Balzz long 


secretary 
cal Distributors. Mr 
been 


ha 


hi wn bu 


secretary f the zone ince 


re 


B.S 
Electrical 


Mechanical and 

Mr. Balzari 
Pacific & 
Electric Co.'s operations department in 
San 1x 


with a degree in 


Engineering 


went to work in the Gas 


Francisco months later he 
Pacific 
neering of 
Westinghouse Electric 


lustrial 


joined = the Coast sales engi- 


staft what is now the 


Corp. He was 


serving as in manager on the 


(Continued on page 110) 





ORIGINAL OFFICERS still hold their posts in the McCaffery Company. The 


South Bend, Ind 


firm, celebrating its 25th anniversary, handles the distri 


bution of virtually every sort of electrical appliances and supplies. Looking 


over some of their varied products are 


(1. tor.) Joseph J. McCaffery, presi- 


dent; Raymond W. Fleming, vice president and director of sales; and B. | 


McCaffery, secretary-treasurer 


McCaffery Company 25 Years Old 


few months after the McCaffery) 
Company was launched on_ bor- 
stock market 
many similar 


rowed capital, the 
crashed, 


enterprises. Last year the South Bend, 


and with it, 
Ind., distributor had a business which 
rotaled over $214 million in whole- 
sale volume 

The frontage of the first building 
was 55 feet. It extended to an alley 
in the rear which bisected the block. 
Today the firm, still at the same loca- 
216 E. Wayne Sr, holds 
almost an entire half-block, includes 
three buildings and has a parking lot 
which holds about 75 cars. Nearly 75 
per cent of the building area comprises 


tion of 


warehouse space. 
® Original Officers — “There has 
been no party politics in our business,” 
the three partners insist and prove it 
by citing the fact that they hold the 
same offices today to which they were 
elected 25 years ago. Joseph J. Mc 
Catlery is the president of the firm 
His brother B. J. McCaffery is secre- 
Raymond W. Fleming 
is vice president and director of sales 
McCaffery’s normal shipping radius 
is about 60 miles, including seven 


Cary-treasurer 


counties in northern Indiana and four 
in southern Michigan. The compan\ 
figures in a single year the firm sup- 
plies enough refrigerators, ranges, 
heaters to 
equip 3,500 


homes. Some 7,000 different classifica- 


laundromats and water 


approximately area 


98 


tions of items are in the local ware- 
house inventory. Big equipment such 
as industrial motors or water-power 
turbines are shipped direct from fac- 
tory to buyer. The industrial and con- 
tractor supplies, Fleming, who presides 
over the field, declines to estimate 
For instance, the footage of wire sold 
a year is declared to be astronomical 
e Storage Space The storage sys- 
tem has to spread merchandise over 
20,000 sq. ft. of space, much of it 
equipped with ceiling-high 
and bins. Articles are stored according 
to function and size. Bins and walls 
are faced with equipment and appli- 
ance displays akin to retailers tech- 


shelves 


niques 

A telephone call brings the McCaf- 
tery emergency vehicle with the need- 
ed equipment for repairs with more 
dispatch, it is claimed, than most regu 
lar delivery services 

Personnel are trained for specific 
phases of the business. Stockmen are 
trained so that they can put their 
hands on any item in a matter of min- 
utes. The city counter is a quick 
service facility for retailers who come 
down to McCaffery’s and do their 
own Carrying. 

J. J. McCaffery, Jr., 
ager, points out the 
growth the appliance business has ex- 


assistant man- 


tremendous 


perienced during the last 6 or 7 years. 
Contributing factors to the growth 


(Continued on page 110) 








ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


r ELECTRICAL URGE 


& QUALIFIED 
CONTRACTOP 


whose combined circulation 


reaches many of your 


important customers 


ADS LIKE THESE every ™ 


us DIRECT MAIL 
PRODUCT SAMPLING 


onth 


cool 
..- plus 
explain and point out to them 
T & B product features. 

O, that T&B 
able only 
uthorized 

1312 


REMINDS THEM, TO 
products are avail 
from you .-- ovr? 
distributor. 

ka dds usbt . 
a . 


General Sales Manager 


The THOMAS & BETTS CO. 


Incorporated 
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~..-keep wiring 
really liquid-tight with 
NEW T&8 Connectors for 
Jiquid-tight flexible metal conduit 


\ . —_——_ 
— Seal out all moisture, oil, and corrosive fluids with 
. this easy-to-install, self-grounding connector ...a 
- see connector specially designed by T&B for Types UA 
and EF (J.1.C. Standard) liquid-tight flexible metal 
conduit. 


Just push conduit into connector body and take 
up on gland nut until blue plastic ring appears. No 


PLASTIC GRIPPING RING need to disassemble connector. No twisting of con- 


astic con duit. Same wrench fits both body and gland. 


© Seomless, pliable, o 
forms perfect seal with ¢ 
duit sheath 
a Integral tapered body wedge positively grounds 
Guai y | 
Bive color gives visual installed in metal conduit armor. Plastic-to-plastic seal between 
surance of a proper ground 


f 
I 
1 
I 
1 
I 
I 
! 


gripping ring and conduit jacket makes tight leak- 
proof connection. Straight connectors, 45 and 90° 


elbows available for conduit from 38” to 2” 


Send for sample and engineering data today. 





Loosen gland; push conduit Tighten gland wntil blue 
into fitting. sealing ring appears. 


INTEGRAL TAPERED BODY WEDGE 


© Positive ground for metal conduit 
armor 


@ Fits a thicknesses and « 





tions in standard liquid-tight flex 
ible metal conduit 
@ Grounding member integral with 


body. 

















LOOK FOR THIS SIGN — IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. It's our way of assuring you the service and savings 
of a friendly local source. Call him for all your electrical needs 7328 


THE THOMAS & BETTS CO. 


INCORPORATED 


20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P. Q., Canada 


MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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IT’S AN 


ABouiteE 
FIRST 


ALL-WHITE 
INSIDE 
AND 
ouT 





Cooler lighting... 
Cleaner lighting... 


longer lamp Life... 


OUTLET BOX —— 
REFLECTOR } 
This original ABOLITE idea starts automatic air circu- ae meme 


designs 


lation around the lamp and thru the ventilator slots 
of the ABoLITE reflector thus keeping lamp and reflec- JIFFY-LITE 


tor surfaces cleaner, longer. Lamp necks stay cooler No more unsafe ‘naked 
- bulbs."' Two piece 





to provide maximum lamp life. socket end ceflecier form 
single lighting unit that 
screws into any socket. 
_ — ° ° ° . 7s N tool eeded, 
ABOLITE is your first choice in lighting reflectors. First ye me 





with new ideas — ventilator slots, all-white porcelain 
finish. First with practical features for easy installa- 


tion—outlet box reflectors. First with the new designs 

: Se a FLOOD LIGHTS 

for new type lamps — the Protecto-Shield for R-52 Reemaines taster avers 
- Tr ’ licat f erki 

and R-57 lamps. There’s an ABOLITE for every lots, railroad yards te 

sign lighting or sport 


lighting requirement. fields 





fo SOLD ONLY 
ref Mba - THROUGH 
ELECTRICAL 

ol ghting DIVISION WHOLESALERS 


THE JONES METAL PRODUCTS CO., West Lafayette, Ohio 
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News Notes 


From N.A. 


VICE PRESIDENT BARRETT 
BOOSTS ADEQUATE WIRING 


NAED's Vice President, Mr. L. E 
Les) Barrett, treated the final session 
of the recent Board of 
meeting to as eloquent a plea for all 
out support of adequate wiring as 
would be possible to imagine. Very 
obviously, the chairman of the Ap- 
paratus & Supply Division was hot 
about his subject and its tremendous 
importance to every distributor and 
contractor and dealer in the business. 
After all, he 
Committee of the National Adequate 
Wiring Bureau. He should know 

He convinced board that he 
too. Mr. Barrett's forthright 


declamation on the evils in store for 


Governors 


is chairman of the Plan 


the 


does, 


industry and the consumer if American 
homes and apartment dwellings con 
tinue down the dead-end street of in 
adequate wiring was a masterpiece 
Very frankly, your reporter believes 
that 


that there no deaf ears at 


session, and Adequate Wiring will get 


were 


some much needed attention quickly 


in the various localities from which 


those board members came 

Applause is not common at board 
meetings; but Mr. Barrett's ears must 
still be ringing from the spontaneity 
and enthusiasm of the applause which 
was accorded him at the conclusion of 


his nspired entreat\ 


PLANNING COMMITTEE 
HOLDS ANNUAL MEETING 


NAED’s annual meeting of | its 
Planning Committee with editors of 
various McGraw-Hill publications was 
held on December 2nd, following 
luncheon in the Board Room of the 
McGraw-Hill Publishing Company in 
New York. Ralph J. Brown, the com- 
mittee chairman recently appointed to 


E. o. 


By Alfred Byers 


Executive Secretary 


National 


succeed Herbert Metz, organizer of the 
committee and chairman until recently, 
presided with Arthur W 
Hooper, editor of ELECTRICAL 
WHOLESALING, also 
host for the occasion 

As always, the meeting proved high 
ly interesting to those present. The 
editors discussed their views as to the 
outlook for 1954 and participated in a 
lively exchange of opinions relating to 
the subject from the standpoint of the 
electrical distributing industry. A com- 
plete report of this unusually informa 
tive meeting is being prepared for dis 
tribution to all members of NAED 


jointly 


who served as 


EXECUTIVE COMMITTEE MEETS 


Many matters important to the serv 


administration of the asso 
ciation fully 
Executive Committee 


ing o: the year on December Ist at as- 


ices and 


were discussed bv the 


at its final meet 


sociation headquarters. Several special 
reports presented by 

Director Chas. G. Pyle resulting trom 
the deliberations of the Board of Gov 


were Executive 


ernors at their meeting the latter part 
of October. The | 


ded 
with a pre-Christmas luncheon whi 


meeting con lu 


was especially enjoyable 


EDUCATION COMMITTEE 
APPOINTED 


With the board's approval of a new 
NAED project in the field of manage- 
ment training for executives of mem- 
ber companies, it has been necessary to 
appoint an Education Committee to 
organize and supervise this vital pro 
gram. President Johannesen has an 
nounced the following appointments 

Adolph Ullman, chairman, North- 
eastern Distributors, Inc., Boston, 
Mass.; George Albiez, Englewood Elec- 
trical Supply Co., Chicago, IIL; Ken E 
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Association of Electrical 


Distributors 


Greene, Mt. Vernon Electric Supply 
Co., Mc. Vernon, Ill; Charles G. Pyle; 
Alfred Byers 

Accomplishments at the first meet 
ing held at association headquarters on 
December 2nd were noteworthy. Con 
siderable work faces this new commit 
tee. The enthusiasm with which the 
duties and 
the progress they made at their initial 
meeting is a strong indication that 
NAED has again successfully embarked 


on a most ambitious venture likely to 


members undertook their 


prove of incalculable worth to its 
members 
NAED is singularly 


that the 


fortunate in 
members of the Education 


Committee are perhaps as well ex 
perienced in the field of education as 
listribution in 


they are in electrical 


which each heads a very successful op 


might prop 
resounding 
srs. Ullman, 
for the very 


eration of long standing. It 
erly be noted here that 

vote of thanks is due Mes 
A Ibiez 


rial 


and Greene mate 


contribution they are iking to 


the advancement of the ndustry 


APPLIANCE COMMITTEES 
MEET NEXT MONTH 


Three of the principal committees 
of the Appliance Division of NAED 
will hold meetings at Chicago on Jan 
1954 

Air Conditioning Committee, James 
A. Walsh 


ment 


uary 6 They are 


chairman; Kitchen Equip 
Thomas B. Schmid, 
Laundry 


Committee, 
chairman; Equipment Com 
mittee, G. I. Cohen, chairman 

Top executives from the manufac- 
turing firms in these branches of the 
industry are expected to be present 
According to advance preparations, and 
reported interest, these meetings are 


fully expected to match the outstand- 





ingly successful series of meetings held 


by these committees at Chicago last 
year. 

Developments of recent months in 
these important product fields have 
been attention arresting, to say the 
least. Among the membership in 
NAED’s Appliance Division, interest 
in the possibilities of concrete accom- 
plishments at these meetings to im 
prove marketing and selling methods 
runs high 

Executive Director Pyle looks tor 
an unusually large number of members 
who are in Chicago to attend the Fur- 
niture Market to be present at these 
committee meetings. He has reminded 
all members of their welcome even 


Your choice of ‘ : of y 
choice of a source of supply for though they are not serving on these 


teat inant ] - insulated wires, will very likely be de- committees. A full report of each meet- 
: id ing will be sent to all members and 

termined by the ability of the manufac- interested manufacturers in order that 
turer to give you a good quality prod- | all may have the advantage of the fund 
: , F of information these discussions will 

uct at a fair and equitable price. More prod 
oauce 


important than this, you will want to FAN COMMITTEE 


know that you can rely on the manu- 











Earlier e licions ot this excellent 
facturer you select to stand behind his trade paper carried accounts of the 
. ; : meeting held by NAED’s Fan and 
claims for his products, and to give you that extra measure of atten- ; 5 , 
Ventilating Committee last September 

tion and service that comes only from a personal interest in your It is interesting to observe that a 
needs and requirements. number of letters have been addressed 
: to the committee's chairman, Mr. C. E 
his is why here at Lowell we are sincerely concerned with our Butler, Jr., and to Executive Director 

og eae Julie . > * > or > > 
responsibility towards the accounts we serve. Pyle, since then by members, and espe 
cially by manufacturers who are en 


thusiastic abour that session. In fact, 
LOOK TO LOWELL INSULATED WIRE letters are still being rec eived 
for prompt deliveries and good service The general consensus of them all 


is that this committee contributed ma 


NEOPRENE TELEPHONE MACHINE TOOL WIRES terially to the good of the industry by 
DROP WIRE the high plane on which the meeting 


was conducted and the opportunity it 
offered for a discussion and consequent 


better understanding of the problems 





of manufacturers and distributors 
Every NAED chairman strives for just 
such a meeting tor his committee 
PORTABLE AND SPECIAL WIRES Naturally, it is always encourag! 
FLEXIBLE CORD AND CORDS him to be told. by those m 


cerned, that 





jective 


a CHARLOTTE AREA MEETING 


A fine area meeting was held at the 
Charlotte City Club, Charlotte, N. C.. 
Write for complete catalog, samples and specifications. on November 18th. Members attended 
ue from many adjacent localities, as well 
: as from Charlotte itself. The cocktail 


JOWELL INSULATED WIRE DIVISION 
—s 








hour and excellent dinner did a lot 
toward promoting a friendly atmos- 


( ; ? | A 
OF Tbe (her “hes Kroutovabon | phere and setting the stage for con- 
171 LINCOLN STREET ++ LOWELL, MASSACHUSETTS | structive. discussion 





Joe Pleasants, member of the Board 
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of Governors, was an effective presid THE Fi ECT RICIAN 
ing officer. The association's president 


R. M. (Bob) Johannesen, presented a 


comprehensive review of NAED’s cut 
rent services and activities, amply sup WITH INSIDE AAA tet eee eeeeeeeeeees 
ported by numerous exhibits. Executive : oy 
Director Pyle contributed views of the 
present and immediate future condi 
tions of the industry gleaned from his KNOWLEDGE 
extensive travels during the past sev 
eral months 
A very informative presentation of 
operating and management problems | 
of electrical distributors was given by 
L. M. Nichols, consultant to NAED's 
Operating Cost Committees, and au 
thor of the recent NAED publication 
A Guide to Profitable Management 
The Electric Housewares Index 
compiled and published by This Weed 
Magazine was well presented by that 
publication's capable representative, 
W. M. Johansen (no relation to 
NAED’s president, he insisted, with 
regret). Your reporter was also pres 


ent, and performed a few necessary _ bates 
There is a great scientific and practical difference 


in renewable link fuses. WARE Hi-Lag FUSE superiority 

is winning happy new users...lowering plant maintenance 
MERRY CHRISTMAS costs... and winning more sales and good-will 
AND HAPPY NEW YEAR for the men who recommend them. 


chores 


To every reader of this monthly 


page goes the heartiest wish for the 


merriest of Christmases in 1953 and Men Who Know 
the most prosperous of New Years in ici : sc iiale ie 

er STUDY FUSE PROBLEMS 
When current flow is distributed over the extra 
ind every one of us on his staft at \ le end surfaces of WARE Hi-Lae links. the 
NAED ful rrent trying capacity of the links is 


hs ot the knife blades and links 
r. Current is not c nverged into 


1954 from Executive Director Pyle 





Factuate Sales, Profits is in old fuse designs which 


(Continued from page 43) iar cures | against knife blades with pressure 
: roma neter washer. With WARE Hi- 


irface of the link is gripped 





with an insight into the buying mo ! 
; y hehe ing contact with the knife blade 


tives of the various Sroups that make , ‘ byt " an excl e bridge assembly and 
up our composite markets. tra wide spring-tensic rs 
yf. 1 > > » he 
After you have assembled the facts |g 9g gga eeeeeeeeee ee — 
that are pertinent and relevant to your 


business, the next step which must be Men Who Know 
taken—and which is neglected only at STOP NEEDLESS BLOWS 
your peril—is to work out a long range Sure! Fuses are supposed to blow to give ade- 


minimum-maximum program for your quate protect but poorly designed fuses 
bl betore t yuld! Link contact 
business. j 


en ana 


; sin « r fuses oxidation re- 
Supplementary to this long range ) sults due to expan ! contraction of metals 


objective, you must develop a series of : and fibre during OFI 1 ON periods and 
) cat i } ecessary blows 
annual plans and programs. In your an S ie a saree . WARE Hilas 


design 
nual planning you must set a realistic < — t the number of dangerous contact points in 
f it loose link contacts CANNOT HAP. 
PEN in a WARE Hi-Lag! Large spring tension 
uct line, by geographic territory, by : , washers hold the link and knife blades in a 
market areas, by kinds ot outlet, by solderiess onnectior The spring tension 
f ] washer nev 1OSses t on . always locks the 
ultimate consumption purposes and 
the like Write now for ali the fuse facts 
You must implement these plans Ware Fuses Guaranteed to Meet the Severest Test 


with a budget that takes account of ex- UNDERWRITERS APPROVED 


perience and of possibilities in devel- | Wa re Fuse 4420 WEST LARE STREET 


oping business at bearable costs. You | 
; CORPORATION CHICAGO 24, ELLIEMOTS 


sales forecast, establish quotas by prod 


KS Safely into th ircuit, 


must relate your advertising and your 
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sales promowuon to the work of your 
field organization. Above all, you must 
establish controls, both budgetary and 
operational, to insure that these quotas 





and these goals are being reached day 
by day, week by week, month by 
month 

@ Sales Controls—There is no better 
way to control the field activity and 
the related advertising and promotional 
operations than through the use of well 
conceived, well maintained and well 
planned accountability data with a bal- 
anced combination of visible and 
punched-card administrative control 





records 

The punched-card records enable 
you to assemble and analyze facts and 
relationships in almost no time and in 
the form and for the purposes that are 
immediately most useful to you. The 





visual and graphic presentation of per- 


tinent sales facts in visible production 

p | control records gives you the manage- 

: oe le as ment Fact-Power at all times to see 
be ~~. 
> 


SS ee ¥. where goals are being surpassed, 


GROUND 
| 








equalled or missed 
With this information, you can 


quickly take appropriate corrective ac 
| tions where correction is necessary and 


you can spot for further evaluation, 


implementation and incorporation in 


profits | your over-all program your outstand- 


ing successes 
It is a part of the factuation of in- 


The long lasting Trouble Free | creased sales and profits to offer praise, 
Service Wiring Devices e you honors, awards, contests, incentives, 
offers your customers, plus the recognition, as well as money to in- 


many easier and faster spire sales people into exerting them- 


installation features means selves harder than they would without 
profits to you because, once ; 
essary to measure the effectiveness of 


; 
they've tried Wiring —_, * these satisfactions to be sure that they 
Devices they'll be back for more wy. | actually accomplish their intended pur- 


Recommend and sell with profit | pose 
Wiring Devices The money compensation plan itself 
Qvauiry | 


; FECT Rica, | | is a part of this mechanism. So is the 
Write for free Illustrated Catalog 


such psychic income. But it is also nec- 


process ot initial recruiting of person- 
] nel, the establishment of job specifica- 
tions and patterns, territorial stand- 








ards and the education or training of 
the salesmen in the methods of suc- 
cessful men in motivating people to 
buy 

This is not restricted to training new 








recruits. It extends to the seasoned 
men, to the branch supervisory person- 
nel and to the home office people 
themselves 

¢ The Tool’s the Thing—The es- 
sential difference between the modern 
production worker and primitive man 


KNOX PORCELAIN Core is in the tools he uses. So it is with the 


KNOXVILLE t, TENNESSEE modern salesman compared with the 
old time drummer, provided his man- 
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uyement gives him the sales tooling 
and fact-based direction which are 
available. If we are to increase sales 
and profits it is necessary to train our 
men and then equip them with sample 
kits, demonstrators, slide film, sales 
guides, models, fact books, manuals, nos 
advertising and sales promotion, di- \ 1 att 
rected sales talks—with orderly means LZN At 
of making surveys, proposals and pres 
cation Is Work. ee ag 
We must support these activities by ni -"” 
a continuing program of instruction 
of the men and their supervisors in 
the effective use of this costly but it Leaves its Factory 
powerful sales material. These things 
must always be backed by analysis of 
marketing facts, policies, methods and 
results 
If we know where we are going, 
know how we propose to get there and 
provide the means whereby we and 
our associates measure each step as we 
take it and take steps in logical order, 
I have no doubt that the sales manag 
ers of America shall be able to sell the 


optimum output of our plants. There 


by, we shall provide corporate and na 

tional security and insure to all our ey 6” to 60” 
people increasing standards of living, 

full employment and happy and con 


tented lives. This is the end result of . to © e 
eee giv 


factuating increased sales and profits 





your customers the 
How Sales Are Forecast 


Stieitineel teite puge 41 Bect and the Most 


before he does that, he evaluates each 


man’s report. If one salesman has been Wrench Service for their money 


pessimistic in the past, and upward 





adjustment is needed in his figure 
If a salesman has been too optimistic The reason RIGXID Heavy-Duty Pipe Wrenches are known 


the statistician cuts his estimate for the brutal punishment they can take is because of the tough- 
Why evaluate each salesman’s an ness built into them, checked part by part and then hard work- 
swer? It is sometimes to a salesman’s tested when assembled . . . not just one wrench in 100 or 1000 


advantage to underestimate his sales 
: aaa tees but every last one! ... Add the guaranteed repair-free housing, 


goal, particularly if he works on a ; 2 h Sipe : 

no-slip no-lock jaws, handy pipe scale, easy spinning adjust- 
another salesman may be worried ment nut and comfort-grip I-beam handle and you see why 
about holding his job. He will make genuine RIGID gives the big value for the money. It cer- 


a high estimate to impress the sales tainly pays you to sell the world’s most popular pipe wrench. 


quota bonus plan. On the other hand, 


manager that this will be his big year 
This points up the need for using THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
a combination of statistics and judg 
ment rather than relying exclusively 
on one or the other. Most forecasters 
use a combination of these methods 
Some element of judgment enters into 
every forecast. But in the majority of 
cases, far more attention is being 
given to statistical data and statistical 
methods than was the case even a few 


years ago 
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Manarch 


“FLOWS” BRASS to FIBRE to give 


s 

° “ure for perfect 
Veaken tube 

'o 
©Xposed 


( 


= 


RENEWABLE! 


| Fuses 


fy 


—— 
~~ 


Monarch is the only fuse with 
this new construction feature. 
Fibre barrels cannot loosen 
from brass fittings. There are 
no rivets or pins to cause hot 
spots and char the fibre bar- 
rel, It means you geta quality 
fuse with better protection 
... over a longer operating 
period ... and at the regular 
fuse price. 








Ask your wholesaler now or 
write for further information. 


ae 


Manarch Fuse Ca.,u. 


Jamestown, New York 


| and F. | 


| aid contractors, 





Answers to Symbols Test 
(Test on page 42) 


. Duplex Convenience Outlet 

. Switch and Convenience Outlet 

. Floor Outlet 

Power Panel 

Junction or Pull Box 

Motor Controller or Starter 

. Isolating Switch 

. Conductors Crossing, Not Con- 
nected 

. Conductors Crossing, Connected 

. Electric Bell 

. Capacitor 

. Battery 

. Ground 

. Fuse 

. Thermal Element 

. Coil and Core 

. Single-Pole Switch 

. Conduit Containing 3 Wires 

. Double-Pole Switch 

. Transformer with Core 

. Pushbutton 

. Motor 

. Inductor or Inductance Coil 

. Contactor 

- Horn Gap Arrester 

. Circuit Breaker 

. Blowout Coil 

. Half Wave Dry Type Rectifier 

. Disconnecting Device 

. Current Transformer 


ONAVAWN— 








Said at Coronado 
(Continued from page 59) 
the panel included L. P. Shelley, Fed- 
eral Electric Products Co.; W. F. ¢ hap- 
man, San Diego Gas & Electric Co 
Byrum, of the Ets, Hokin & 
Galvan contracting firm 
Differences in opinion on what con 
stitutes adequate 


wiring iS a major 


problem that must be solved before 


the industry can work together in pro 
moting a program that will materially 
builders, distributors 


and manufacturers, said Mr. Shelley in 


| opening the panel discussion. He con- 
| tinued that 
| take into consideration the 


any industry effort must 


need for 
better commercial and industrial wir 


| ing as well as residential needs 


| 


How 


ers, distributors, contractors, the utility 


a joint effort of manufactur- 


ind retailers can work together in pro 
moting adequate wiring was outlined 
by Mr. Chapman who outlined the or 
ganization, function and success of the 
Contractor's Bureau of the Bureau of 
Home Appliances of San Diego 
(ELECTRICAL WHOLESALING, Dec 
52, p. 53). Speaking the contractor's 
view, Mr. Byrum pointed out that the 
electrical contractor needs considerable 
help in selling adequate wiring because 
of the competition to sell down a job's 
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specifications to get the bid on price 


Mr. Delano said that the public needs 


to have a reason to justify the extra 


cost of adequate wiring, and that such LLAR VALUE 
in effort must include educating the FOR po UE 
banks and the FHA on the value of FOR SERVICE VAL 


good initial electrical installations and 
more selling of the architects and en UCTS’ 
vineers who influence much ot present SELL PO RCELA | PROD 


day construction 


. 
¢ Appliance Optimism—A very op VY 
timistic view of the appliance business 
potential in general and the laundry 4h oe (A oi. 
- 9 


equipment market in particular was 


presented to the convention by Elisha 

Gray II, president ot Whirlpool Corp 

St. Joseph, Mo. Stating that “we really . F 

never had it so good,” Mr. Gray dis inf 
> 


counted the possibility of a serious re 
ession, Claiming that too many in the 
industry are trying to predict us int 
1 depression. He said that there have 
been so many warnings of a recession 
for so many months that most business 


men have taken steps to prepare for 


the blow and thus have reduced its —_ NO 1933 
= 


chances of coming LIGHT DUTY 
: 
Bringing his optimism into the 


laundry equipment field specifically 
Mr. Gray, grandson of one of the 
founders of Western Electric Co. and 
Graybar Electric, pointed out to the 
wholesalers that the 1953 sales of 
washers and dryers are running 21 per 
cent ahead of 1952 sales. And, he said 
lest you think that increase was piled 
up in the spring months, August and { 
September were the greatest on rec SY 
ord.” He predicted that by 1960 the NO. 1929 
industry will be selling more than MEDIUM DUTY 
»,000,000 automatic washers a year 
and more than 1,700,000 dryers a 
year. He cited three basic reasons why 
laundry equipment 1s still in the 
yrowth stage 
© Continued fast rate of population 
growth and the establishment of new 
family units 
© A change in the public’s attitude 
toward the home laundry that has 
made home washing of clothes respect 


able and the automatic washer the 
thing to have NO. 1931 


© New ideas and new designs com HEAVY DUTY 
ing through regularly from the manu 


facturers of home laundry equipment Here's your best value for service will ever be required under excess- 
© Peirce Doubts Trend—The appli entrance work. These all-porcelain ive conditions of ice and storm 
wireholders have no exposed And they're economy-plus, both on 
metal parts to rust. They're de- initial cost and long life. Send in 
solve itself into a limited group of ex signed to stand up under far greater your stock order NOW and stay 
wind, weather and cable loads than ahead of customer demand. 


ince-TV industry is not going to re 


clusive dealerships each handling the 


full line of one manufacturer, the dis By y/ & y/ 

tributors heard in a featured talk by PC @ f7 Product 9€. 

W. G. Peirce, Jr., president of Peirce . On F OHIO s - 
’ 


Phelps, Inc., Philadelphia, and past 
president of NAED. Such a trend, en 
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es 
ae OW i packed to sell 3 ways visioned by many following the merger 
@ of several manufacturers, seems un- 
likely in the face of problems such a 
Ml Ml move would present to both manufac- 
34,—20 


turers and dealers, he indicated 


oe IRON Mr. Peirce pointed out that the es- 
HAN oa tablishment of exclusive dealerships 
° i| would necessitate a great contraction 
in Cols in the number of franchises, but such 
an action would be a handicap to the 
marketing of many of the manufac- 
turer's products It is very ques- 
tionable whether one type of outlet 
can satisfactorily represent all of the 
various products that might be put 
yut under one brand name,” Mr. Peirce 
stated. “Television and radio sets need 
a different number of dealers than elec- 
tric ranges. Refrigerators need more 
dealer exposure than complete kitchen 
equipment. Small electrical appliances 
ire bought often on impulse and need 
many more points of exposure 
While the idea of having one com- 
tee INDIVIDUAL 4 plete line and limited franchising does 
PACKAGES — offer the dealer one tempting prospect 
; ‘ ; —that it might clear up price cutting 
Sturdy, attractive ih instituted by dealers carrying the same 


packages, shipped brand—it presents other problems. Mr 


25 packages to a Peirce pointed out that all full-line 
manufacturers have one or two out- 
carton. ’ 
standing products, many mediocre ones, 


and some very bad ones. The dealer 








: 1 q 
Fig. 500C restricted to the products of one man- 


ufacturer is prevented from sharing in 
the creative daring of the smaller in- 


ME iN SALES-MAKING a hover poe _ - 
RCHANDISER CARTON whom have pioneered with products 


| that have changed the scope of the in- 

Merchandiser holds 24 | dustry. “Many small companies today 

individually Packaged will become much larger. Many new 

coils, takes less than a companies will come into the field, 

square foot of counter . some with products that are now not 
space, b even contemplated,” he said 

e Year-round Program—Distribut- 

tors and their guests were treated to 

the preview of a new color film on 

‘ home air conditioning as part of the 

= et address by L. D. Boswell, regional man- 

ager for Chrysler Air Temp. Air con 

Now, you can stock this fast moving product in any one or all of three ways to suit ditioning is now a demand product, 

your customers’ preferences Mr. Boswell contended, stating that 

Paine '% 20" Perforated Hanger Iron ¥," wide, 20-gauge steel — sells fast the public has become so accustomed 

because workmen like it. It's electrogalvanized cleun and rust-proof — has milled, to enjoying it in business. stores and 

burr-free edges that are easy on the hands, and is compact for pocket or tool box. theatres, that it wants it in its homes 


oA\Nt He advised those going into the selling 
seh of air conditioning to learn more about 
it, what it does, why it is better, how 

Write for NEW CATALOG and the complete to tell the product story, and to use it 
story on Paine products today themselves. The air conditioning in- 
dustry needs a year-'round promotional 

program, Mr. Boswell stated, that will 


best craftsmen always take tend to stop dealers from unloading 


surplus coolers in July and August 


THE PAINE COMPANY, 3 Westgate Road, Addison, Ilinois when the peak cooling market begins 
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to slacken. He said that this program 
should include promotion of air con- 
ditioners for air cleaning, de-humidify- 
ing and humidifying, and for supple- 
mentary heating. 
Pacific Zone wholesalers and their 
guests received a first hand view of the 
association's activities and progress on 
a national scale from Chas. G. Pyle, 
executive director of NAED, in his 
speech to the convention. Included in 
his report on NAED was the news that 
NAED membership had reached 1,097 
as of October 1953. He discussed con- 
ditions in the electrical supplies and 
appliance distributing industry, stat- 
ing that a new seller era will begin in 
1954. Business will continue to be 
there, but wholesalers will have to dig 
for it, and they will be digging under FEEDRAIL standardized 
intensive competitive conditions units make it easy to 
power crane or hoist 


, runs—including curves, 
¢ New Zone Manager — Major slide switches, transfers, 


changes in the organization of the Pa- turntables and spurs. 
cific Zone of NAED took place at the Feedrail's free-running 
C d . A li } . trolleys roll as one with 
‘oronado convention. Acceding to the : aaa aa aa 
request of secretary R. A. Balzari to ’ 

be retired at the end of this year, the Af 


o 
members of the zone elected Wm. M ; — will keep your 


Jewell of Seattle, Wash., to take over 
the duties. Mr. Jewell will operate full —— d h e li | 
time in this capacity and will have the cranes an oists ro ing. 
title of manager. Mr. Balzari, who has 
been secretary of the zone since June 
1940, will devote his time to his own 
concern, Sales Analysis Institute, San 
Francisco. Mr. Jewell is retiring from 
Westinghouse Electric Supply Co. after 
38 years with that company and its 


predecessors. He has been manager of SOLD BY OVER 1,000 


the Seattle, Wash., district of Wesco ELECTRICAL DISTRIBUTORS cause Reliability is inherent in Feed- 
since 1943. COAST TO COAST rail’s expertly-engineered, trouble- 


With Mr. Jewell as full time man- eliminating design and rugged high- 
precision construction. 


RELIABILITY is one of the big 
reasons Feedrail is so widely favored 
for powering electric cranes and 
hoists. User after user will tell you— 
“We've never had a minute’s trouble 
with our Feedrail system.” That's be- 














ager having time to travel throughout 


the 11 western states, the Pacific Zone f FEEDRAIL RELIABILITY is your in 
will put more emphasis on conducting : ae . 

; 3 surance against crane and hoist stop- 
regional meetings of the type Mr. Bal- + k h Hina! 
weak dutta « alkalies eal ycstaaiat | pages... if keeps them rolling 
zari developed successfully during the = , , : 

, ion oe What's more, Feedrail assures maxi- 
last few years. To give more emphasis 
(weit mum safety to personnel . . . easy 
to these regional meetings, the zone clita, to: cmmiiin seiiien 
abili i require- 
members decided to hold only one Pa- P y > <p MPa 
ments .. . a very minimum of main- 


cific Zone Convention each year, in ; 
; : tenance. And, its prefabricated units 
the fall. The next will be held in é : 
are so simple to install! 


northern California in the fall of °54 


° New Officers—At the annual elec gat GET THE FULL DETAILS 
tions, Wm. B. Imholt, president of the ii 
Electric Corp. of San Francisco, was Write today for descriptive bulletin. Direct 


elected chairman of the zone. Four your request to Feedrail Corp., Department W-12 
members were selected for the Board 


of Governors of NAED: Mr. Imholkt; | Zecomnes bolle 
S. W. Scott, Graybar, L reles, re- 
tht er ae belies | FEEDRAIL CORPORATION 


> > 1 ~_ 2 : ] 
Bean, Bean Electric Co., Seattle: E. | ery of Russell & Stoll Conpony, fac 


Siegert, Central Supply Co., Portland, 125 BARCLAY STREET © NEW YORK 7, N.Y 
Ore SPECIALLY QUALIFIED REPRESENTATIVES IN PRINCIPAL CITIES 
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McCaffery Company 


Ce, ‘te (Continued from page 98) 
d. ») of consumer acceptance, he says, 





have been intensive advertising cam 
| paigue designed to acquaint people 
with the many time and work saving 
and the pleasure producing qualities of 
appliances. Contributing considerably 
also to our appliance sales increase has 
| been our continuing program to train 
dealer personnel 
¢ Employee Per Year—The McCat- 
| fery Company has added about one 
employee for each year of its 25 years 
of life. Thirty-one employees are tak- 
ing the company into its second 
quarter-century. Miss Dorothy Smith, 
who joined the firm in 1932, is exec 
utive secretary and the employee with 


For the the most service. Longest term sales 
man is Claude Kring, one of three 
Los Angeles industrial salesmen. He has been with 
Union Passenger McCaffery since 1935. The other two 
industrial salesmen are Carl Fites, who 


Terniinal started in 1939 and Richard Michels, 


whose service dates from 1940 








J. J. Derby is the firm's auditor 


SANTA FE UNION PACIFIC SOUTHERN PACIFIC and credit manager With McC alter) 
RAILWAY RAILROAD COMPANY eight years, Mr. Derby handles the 


accounting, invoices, perpetual inven- 


mee ‘ tory and pay roll 
Specifications for the stringent pow- Robert Clancy, with the company 


er requirements for Los Angeles 
Union Passenger Terminal were set 
up by a group of electrical engineers 
representing the three railroads that 
operate the terminal, and were met 
by the purchase of Marcus dry type manager Sales promotion manager 1s 
Transformers. Robert Laffoon. Merchandise salesman 


The installation consisted of 12 is Clem Shorter, while Jess Wolfe is 
Marcus 300 KVA, 3 Marcus 225 KVA service manager. George Hummer, 
dry type Transformers installed out- with eight years service, is the purchas 
doors. All Marcus dry type Trans- ing agent. Joseph Flaherty is the 
formers are now being constructed general stock room and counter serv 
ppt seta with Hi-Heat, Hi-Dielectric Magnet ice man 

; Gaumnn Gunrest Wire, insulated with DuPont's New- James L. Warner 
© UNIT SUBSTATION est miracle polyester film “Mylar,” 
© PHASE CHANGING combined with Johns-Manville 
° — “Quinterra” to reach insulation levels 
nm at least 10 times present industry 
; mates stactins standards. works on inventory 
o SPECIAL 


five years, is manager of major and 
small appliance sales. John F. Whisler 
is merchandise salesman 


John Kershenstein is television sales 





Capacities from 
Ito 3000 KVA 


iS stock room 
superintendent. Fred Kozloski takes 
merchandise orders while William 
Hatfield takes industrial orders and 





Increase your power performance 
standards with Marcus dry type NEWS 
Transformers. (Continued from page 97) 


West Coast when he left in 1926 to 
a a AT NE ¥ 
join the marketing counselor staff of 
“Mark of Quality” the McGraw Hill Publishing Co., in 
TRANSFORMER rat) New York. He was assistant general 
Representatives 7 | INC. manager of magazine publishing when 
a. é. ‘ 
Principal Cities HILLSIDE 5, NEW JERSEY he transferred in 1934 to San Fran 


cisco, to become president of the 


ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS excuusivery | McGraw-Hill Company of California, 


~ td., and then to part time service as 
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counselor to the company 
When Mr. Balzari returned to 


California in 1934, he organized R. A FOR “Custom-Quality vd 


Balzari & Staff to represent Sales Here's a fast-moving line 


Analysis Institute Methods in the nine WIRING pie): 3 ae SELL for you to stock and sell! 


Pacific Coast states. Courses of train It's complete ... every type 
ny in selling and sales management of wireway in demand today, 
: plus a variety of versatile 

plus programs for improving super : 

fittings for any electrical dis- 


| 
WIREWAYS AND FITTINGS 


visory personnel, have been conducted tribution layout. Look over this 
“All Star Lineup” . . . then take 


nder his supervision not only in the 
steps to line up with Keystone! 


western states for business and in 





dustrial firms, but also in England for 
the personnel of American (¢ ompanies 
For 314 years, during World War II, 
Mr. Balzari served as counselor in in 
dustrial relations for the Ordnance 
Department, working with civilian maseen wneeen COVR<\’ bee # 
contractors lengths— 214" x 244", 4” x 4", 6" x 6", 8" x8 

Mr. Balzari, in addition to being 
secretary of NAED’s Pacific Zone, is 


member of the American Manage 


. AND 
\. Puli BOX 


ment Assn., Rotary, Sales Management 
, of Ss . . : 7 WS. 2 STABLE 
Assn., and the Newcomen Society of ; ‘ ian - ar on ‘ a... 


America 


James H. McGraw Award vw, a 
To Electrical Men TROUGH COUAR  seaCRET MANGER «= BUSING. 

NEW YORK, N.Y.—Erne C. Carl 
son, Harry A. Winne and Bonnell W 
Clark were the recent recipients of 
the James H. McGraw Award for 
Electrical Men 

Mr. Carlson, president, Carlson 


Electric Co., Youngstown, Ohio, re FLANGELESS SCREW COVER—1’ thru 5’ 
lengths—2'4” x 214", 4" x 4", 4” x 6", 6" x 6", B x 8". 





ceived the Contractor's Medal at the 
banquet of the National Electrical 
Contractors Assn., in Miami Beach 
Fla. The award was in recognition of 
his enlightened leadership and devo 


MNECTOR 5 y w TEE” FATTING 
ive labor-management relations in the Me AND PULL BOX 


electrical contracting industry CUTOUT AND 
Mr. Winne, vice president, General PULL BOXES 


Electric Company, received the Manu 


tion to the advancement of construct 





facturers Medal for his outstanding 
statesmanship contributing to the ad 
vancement of the electrical manufac 
turing industry in the fields of en 
gineering and nuclear research. The 
award was made at the NEMA meet 
ing in Atlantic City, N.] TYPE “A” HINGED 
. . COVER SURFACE TYPE “SC” SCREW 1 BURNER 
Mr. Clark, former Westinghouse CUTOUT BOX COVER PULL BO# CUTOUT Ox 
vice president, who headed the elec There’s the picture .. . typical of the versatile, profitable Keystone line. You can 
Na get the whole story, including specifications and prices, from the new Keystone 
catalog, just off the press. Now, while you're thinking about it, drop us a note 
asking for your free copy! You will be under no obligation at all. 


trical equipment section of the 


tional Production Authority, received 
the Medal for Cooperation at a lunch 
eon meeting of the National Electrical 


Manufacturers Assn., in Atlantic City, KEYSTONE MANUFACTURING COMPANY 


N.J. It was in recognition of his out- 
23328 Sherwood Ave. @ Centerline (Detroit) Mich. 


standing accomplishments in the great 
task of mobilizing the resources of 
the electrical industry to the service ‘ Sold Through Leading Electrical Wholesalers Coast-to-Coast 


of the nation 
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Now a New Product 





with a HUGE MARKET 


-» UTILITIES 


... CONTRACTORS «4m 


--- PLANT 
ELECTRICIANS 


New TAP CONNECTOR 


The First Major * 
Improvement in * 
Tap Connectors 

in Years! 


Git8 veep 
Oe D 
out 10a 


STRONGER MECHANICALLY! 
EASIER TO USE! 

COST LESS! 

ONLY 5 SIZES NEEDED! 


(for most common wire combinations) 


Now IDEAL Distributors will have available 
for utilities, contractors and industrial users 
what we believe to be the finest tap connector 
ever built! 


You know what this market means in terms of 
sales volume and earnings. YOU CAN GO 
THE LIMIT—NO OTHER TAP CONNEC- 
TOR OFFERS SO MANY SALES ADVAN. 
TAGES: 


Greater Strength—made of cold-worked steel, 
with heavy hot zinc dip for corrosion resistance. 


Greater Contact Area and Pressure — no 
chance for connections to work loose, over-heat or 
burn out. 


Costs Less—iower priced 
wire combination. 


for practically every 


Easier to Stock—3 sizes handle a range of com- 
binations requiring up to 7 sizes of ordinary con- 
nectors. 


GET THIS EXTRA BUSINESS NOW! ORDER TODAY— 
THEN SHOW AND SELL IDEAL TAP CONNECTORS 
TO BIG VOLUME USERS, YOUR UTILITIES, CON- 
TRACTORS AND INDUSTRIAL PLANTS! 


JUST 3 SIZES 


for all combinations from two No. 1 wires to one 
No. 10 and one No. 12 or one No. 8 and one No. 14, 
WITH SPACER BARS for copper-to-aluminum, alumi- 
num-to-steel or copper-to-steel. 

WITHOUT SPACER BARS for copper-to-copper or 
aluminum-to-aluminum. 


IDEAL 





INDUSTRIES, 


1047 Park Avenue, Sycamore, Illinois 


MANY USES 

@ Street Taps 

@ Service Drops to Service 
Entrance 
Dead End Loops 
Taps 
Transformer Connections 
Machine Tool Connections 
Grounding “onnections 


EASIER TO USE... 
Nothing to Fall Off 


Place IDEAL 
Tap Connector 
on main 


Close connector 


Insert tap 
and tighten 


Inc. 


CALENDAR OF EVENTS 


National Rural Electric Cooperative 
Assn. 
Annual Convention 
Dinner Key Auditorium 
Miami, Fla 
January 11-14 
Meetings, conferences 
Southeastern Electrical Wholesalers 
Association 
ith Annual Industry Day 
Atlanta Biltmore Hotel 
Atlanta, Ga 
January 14-15 
Speakers, meetings 


National Industrial Electric Heating 
| Conference 

Industrial Electrification Council 
Netherlands Plaza Hotel 

Cincinnati, Ohio 

January 18 

Meeting 


Plant Maintenance & Engineering Show 
Sth Annual Show 
International Amphitheatre 
Chicago, Ill 
January 25-28 
Exposition, conferences, technical sessions 


Missouri Valley Electric Association 
Industrial & Commercial Sales Conference 
President Hotel 
Kansas City, Mo 
February 4-5 
Meetings 


Electrical Equipment Representatives 
Assn. 
Winter Annual Meeting 
Biltmore Hotel 
Los Angeles, Calif 
February 8-11 
Meetings 


North Central Electrical Industries 
Electrical Industry Convention 
St. Paul Hotel & St. Paul 
Auditorium 

St. Paul, Minn 

March 21-24 

Trade Show (Electrical supplies-appli 
ances), speakers, meetings, 


sesstons, panel discussions 


Municipal 


technical 


Modern Living Exposition 
Electric Association & Metropolitan Home 
Builders Assn. 
Navy Pier 
April 3-11 
Exhibits, demonstrations (appliances, 


radio, T\ 


The Electrical Women’s Round Table, 
Inc. 
First Annual 
Sheraton Hotel 
St. Louis, Mo 
May 14-15 
Educational 


National Conference 


workshop 


sessions 


sessions, officers 





busine ss 


| National Fire Protection Association 
S&th Annual Meeting 
Statler Hotel 
Washington, D. ¢ 
May 17-21 
Meetings 
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Iriple Industrial Supply Convention | 
Waldorf-Astoria Hotel & Madison Square 
Garden ees 


May 17-19 
Meetings, exhabats 


Pacific Coast Electrical Association 


The tough little brute of a work-saver your 
Annual Convention ‘ 
Hotel del Coronado customers want—to thread, cut, ream conduit 


Coronado, Calif 


May 19-21 
Speakers, panel discussion i 
ment, banquet, golf, ladies prograi 


National Assn. of Electrical Distributors 
16th Annual Convention 
Convention Hall ee 3 
Atlantic City, N. ] ortable POWER: DRIVE 
June 6-11 


Speakers committee meeting 


yy 
ence booths, awards, ladt pre 


Los Angeles Trade Fair, Inc. 
Sixth Western Housewares Show 
Shrine Auditorium 
Los Angeles, Calif 
August 1-4 
Trade show, exhthits 


Houston Gift & Housewares Show 
Chamber of Commerce Trade Show Con 
mittee 
Ben Milam Hotel 
Houston, Tex 
August 15-1 
Exhibits 


Rocky Mountain Electrical League 
Fall Convention 
Stanley Hotel 
Estes Park, Colo 
Sept. 12-15 
Speakers, committee meetings, demonstra 


lions hanque t, golf, entertainment 


Radio-Electronics- Television It’ | 8 ht 8 / 

Manufacturers Association S | wel 
Fall Quarterly Meeting q * 
Palmer House 
Chicago, Ill 
November 17-19 to turn conduit for threading, cutting, 


Meetings, committee meeting 


@The last word in easily portable power 


reaming with hand tools—quickly pays 
back its cost in saved time and work. 
New Groups Formed Capacity 4’ to 2” but scads of power 
On Electrical Promotions even for geared tools to 12”. RITZa(D> 
NEW YORK, N.Y.—A new group design 3-jaw chuck, 6 pinions, one Portable Stand 
to spark hard-hitting, coordinated always handy. Self-centering work- 
efforts in electrical promotions has holder in rear. Sealed-in lubrication—no oil to spill. Famous 
been announced. Known as the Con RIGID “guts” in it—scores of thousands in use. Profitable 


ference ( 2] a < at : : . 
erence Group on Coordination of sales, fast turnover—write us today for the whole story! 
Electrical Industry Sales and Promo- : 


tional Programs, it is tailored to fill THE RIDGE TOOL COMPANY « ELYRIA, OHIO 


a gap in joint sales efforts 





Independent industrial sales cam 
paigns have often conflicted in the 
past, thereby limiting the efforts of 
all. A good example is the boom of 
room air conditioners, which may soar 
to nearly a million units for 1953 


Yet, because of lack of coordination Wo: «-Saver Pipe Tr Is 


of all aspects of this appliance, ade 
quate wiring has not kept up with ecu tite 
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FOUTDOOR the mounting drain. Actual hazards 
HLINEL MAAN SERVicet § | have resulted in some instances 
\Mipmeny : The new program is seeking to link 


OUTDOOR se ag lel . 
4 oie ; . t the common objectives of the manu- 


pel ESHER — a puTDOOR ee ’ tractor in coordinated advertising and 
0uTooor 
"EES DG a! | Wt ‘Atte Yr ; Group members include the Na 
Pf EQUIPMENT ; ° ey ‘ 4% : : tional Association of Electrical Dis 


2 , tributors, Edison Electric Institute, 


facturer, distributor, dealers and con 


promotional campaigns 


International Association of Electrical 
Leagues, National Electrical Contrac 
tors Association and the National 
Electrical Manufacturers Association 
Administrative headquarters are at 
NEMA, 155 E. 44th St.. New York 
City. 


Howard E. Oakes Named 
To New Wesco Post 
NEW YORK, N.Y—Howard | 


Oakes has been appointed to the newly 
created post of general specialties sales 
manager for the Westinghouse Electric 
Supply Company. The announcement 
was made by J. F. Myers, president 
Formerly eastern sales manager for 
Montgomery Ward in New York, Mr 
Oakes will have his offices at national 
headquarters, 40 Wall St., New York 
Before joining Westinghouse, he was 
also associated with Spiegel, Inc., as 
merchandise manager in Chicago 
Mr. Oakes is responsible for sales of 
NEW BULLETIN all electrical specialty items marketed 
by Westinghouse Electric Supply 
Company. A native of Concord, N.H., 


helps you plan he is a member of the American Insti 


tute of Management 


outdoor circuit protection cael ik naan thiithiie 


Headed Firm 34 Years 
HARTFORD. Conn.—Stern = and 


Company, Inc., has announced that it 


Just off the press, here is a handy reference to the complete line of 
Heinemann Outdoor Service Equipment. It explains in detail each classi- 


fication of avzilable equipment . . . service entrance, receptacle-type, dual ’ a ‘ 

. 4 was acquire tne st it retiring 
control, three-phase units . . . tells you how to use them in particular ee Ock of its g 
. president, Francis E. Stern. Mr. Stern, 
applications, 


P widely known in the electrical appli 
Fypical assemblies of circuit breakers and the various enclosures : PI 


ance industry, has headed the company 
are listed for each type of equipment. To guide you further in the selec- ie ee wee Weal ‘atin tie 
tion of enclosures to match your needs exactly, a comprehensive table of ofitiasion os 0 Commons 
the entire Outdoor Service Equipment line is included. At a glance, it tells Mr. Stern founded the company as 
you catalog numbers, hub sizes, voltage and ampere ratings and other a retail operation. The firm, however, 
specifications pioneered the wholesale distribution of 
The hydraulic-magnetic operating principle of Heinemann Circuit radio parts and subsequently complete 
Breakers is explained, and concisely told are the reasons why application radio sets. Mr. Stern personally devel 
of this principle can lead to reduced costs and greater sales potential for oped the first fixed bar variable con 
the rural utility, greater protection and better service for the user. denser known to the industry. Manu- 


. . d . . af a > > > 'E ) 4 > a - 
This new bulletin is your first step in planning better outdoor cir- factured under the “Fesco” trademark 


this condenser, as part of the Reinartz 


cuit protection. It’s yours without obligation. 
sae : . tuner, became known from coast to 
Write now for your copy of Bulletin 2016. coast as the earliest of the “knocked 


down” radio sets. Under Mr. Stern's 


HEINEMANN ELECTRIC CO. guidance the company grew to be 


152 Plum Street « Trenton 2, N. J. recognized not only in radio but in 
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Francis E. Stern 


the entire electrical and gas home 





appliance field. His activities in other 
phases of the distribution industry 
are well known 

As past president of Radio Whol 
salers Assn., of the 20's and early 30's 
Mr. Stern has served on industry 
boards from those connected with 
NRA to the Committee of the De 
partment of Defense during World 
War Il A member of the Board of 
Governors of the National Association 





of Electrical Distributors, he is cur 
rently a member of its executive com 
mittee and national chairman of the 
association's Junior Achievement Com 
mittee 

In addition to his trade activities 
Mr. Stern is chairman of the whole 
sale division of the Hartford Chamber 
of Commerce, a director of the Better 
Business Bureau, a director of the 


Hartford Symphony Society, a trustee | ; PA PROTLUTE 


of Temple Beth Israel of West Hart . LLS 
ford, and president of the Hartford ano! soMRY pri 


Jewish Federation Ss 
pansion 8° 
«x 


Southern Electric Named 
HOUSTON, TEX. — The Southern 


Electric Supply Company has been ap 





The ARROFLUTE “Silent Salesman” is now 


pointed distributors of the home clean ; . . 
available to all industrial, nardware or elec- 


ing equipment division of Landers trical suppliers. This new counter or wall dis- 
Frary & Clark. J. P. Hamblen is presi play features five ARROFLUTE Carbide 
Masonry Drills and a pocket space for the 
descriptive ARROFLUTE literature supplied 


with the display. Furnished without extra 
Housewares Contest charge with your order for the five drills 


For Distributors featured on the display, this “Silent Salesman” 


lent of the organization 


is a must on your sales force. 


NEW YORK, N. Y.—An annual 
recognition award, to the outstanding 
electrical distributor of the year, will . : ee 
} , . cai , 
be presented by the electric house to dl ene ites specify ARROFLUTE 


wares section of the National Elec : : ' 
trical Manufacturers Assn. The award Write, asking for full details on the new 
; ; 7 Ee ARROFLUTE “Silent Salesman .. or better 


in the form of a plaque will be pre still, order your “Silent Salesman’ today. 

sented at the annual convention of 

the National Association of Electrical 

Distributors. The first award covering 

1953 will be made at Convention 

Hall, Atlantic City, N. J, June ¢ 

through 11 ARRO EXPANSION BOLT CO. « MARION, OHIO 


The selection will be made on the 1440 BOONE AVENUE 
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“Latrobe 


tal-Yelatelel Me ageteltlar: 


~ 


tht 
poe, oir 
ae 


ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


ADJUSTABLE 
GANG FLOOR BOXES 
1-2-3 AND 4 


NOZZLES anp 
ACCESSORIES 


auele), JUNCTION 
BOXES 


ytret? 
ynuty 
INSULATOR 
SUPPORTS 
conow'! 


N 
pire P ANGERS 


ARMORED 
CABLE SUPPORTS 


CABLE CLIPS 
STAPLES 


gsr wire 


Adjustable Watertight 
Floor Boxes 


Latrobe Adjustable Floor Boxes are com- 
pletely fire-proof and comply with the 
National Electrical Code. Come in single 
round or square bodies — also in square 
type Two, Three and Four gang types. 
Gang box Bodies are provided with solid 
partitions to separate low and high ten- 
sion wires. 


Pipe or Conduit 
Hanger 


Most economical and best pipe hanger 
sold today. The saddle comes firmly 
fastened to the hanger bracket and can- 
not drop out. Made of highest grade 
malleable iron and has case-hardened, 
cup point set screw. 


Pullman Manuiacturing Go. 


i ek ee i 


JEFFERSON STREET 


LATROBE. PA. 


basis of greatest contribution through- 
out the year, to the continuing year 
round industry electric housewares gift 
campaign. All distributors are eligible 
to enter. Electrical leagues, local elec- 
tric housewares area committees and 
electric light and power companies 
are also invited to submit entries on 
behalf of distributors. The deadline is 
March | 

It is essential that the following 
information be included in all entries: 
(a) distributor's name and address 
(b) name of distributor people sub- 
mitting entry (c) names of any other 
distributor people concerned with the 
entry or any part of it with details 
of what each did, and their position 
in the firm (d) names and address 
of dealers, electric light and power 
companies, electrical leagues, area 
committees and others outside the 
distributor organization who partici- 
pated (e) complete details with ex- 
amples of supporting materials such as 
newspaper ads and supplements; radio 
and TV = scripts; window displays; 
direct mail pieces; counter cards; kits; 
bulletins; house organs and reports on 
meetings with dealers or others 

Entries should be sent to Distributor 
Contest Editor, electric housewares 
section, National Manufacturers Assn., 
155 East 44th St... New York 17, N 
Y. No entries will be returned, all 


become property of the section 


U. S. Electrical Supply 


Publishes Catalog 

NEW YORK, N.Y The U.S 
Electrical Supply Company, 44 War- 
ren St., has issued a new 218-page 
catalog. The multi-color buyer’s guide 
covers electrical appliances, supplies, 
housewares and lighting fixtures 

General information included in the 
book, covers showrooms, lists prices, 
terms, routing shipments, loss in 
damage and transit, claims, returning 


goods, plus other items 


Four Skil Branches 
Change Address 
CHCAGO, ILI 


has announced address changes for four 


Skil Corporation 


of its branch offices. All have moved 
to new, modern buildings with im- 
proved sales and service facilities 
The new locations are: New York to 
2800 Park Ave.: 


Grreenmount Ave.; 


Baltimore to 24323 


Portland to 5616 
N. E. Glisan St.; Indianapolis to 1620 
East Riverside Drive 
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Wesco Reorganizes 
In Southeast 
ATLANTA, GA.- 


ern and Carolinas 
Westinghouse Electric Supply Com- 
pany have been incorporated in a new 
organization known as the Southeast- 
erm region, consumer products, to be 
headquartered in this city. 

L. G. Hardy, formerly consumer 
products manager of the Southeastern 
district, is regional manager and re 
ports to C. §. Gischel, general man- 
ager of consumer products at New 
York. 

The change was made to provide 
districts with 

management 


—The Southeast- 


districts of the 


those closer head- 


quarters direction 


help. 


Cohon Assumes Presidency | 


Of Stern & Company 
HARTFORD, CONN.—J. Donald 


Cohon, who as vice president, has been 


general manager of Stern & Company, | 


Inc., since 1946, has assumed the office 
of president and treasurer 

Mr. Richard Gruber, 
sales manager, is now vice president 
Miss Rose Beizer, associated with the 
company since its inception, continues 


previously 


in her office as secretary and credit 
manager. 

Mr. Sherman 
also been with the company since its 
become 
secretary and assistant treasurer. These 
four people, together with Mr. Earle 
Fredette, constitute the board of di- 


Chinkers, who has 


earliest days, has assistant 


rectors 
SEWA “Industry Day” 
Next Month In Atlanta 

ATLANTA, GA—The 


Southeast 


ern Electrical Wholesalers Association, | 


Inc., Fourth “Industry Day” will be 
held 
13 through 15. 

Registration begins at 11:00 
on Wednesday, January 13th. A board 
of governors meeting will be held that 
afternoon. On Thursday, January 14th, 


at the Biltmore Hotel, January 


a.m 


there will be registration preceding an | 


address of welcome by President W 
H. Butt. 

Industry panel discussion will fol- 
low. John W. Shealy, Shealy Electrical 
Wholesalers, Inc. will preside over 
the wire and cable discussion. R. G 
Morris, Morris Electric Supply Corpo- 
ration, is the presiding official at the 
wiring devices discussion 

Conduit products-boxes and fittings 
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and | 


win GRATELITE 


Gut ha} 


Low 


* Trademark 
*°U.S. & Can. Pats. Pend 
Trademark Registered 


ORIGINAT 


create a 
buy here! 


atmosphere with new 


0 ‘ti * 
lf, | 
Vill 

WAL 

Louve er 

the magic combination of architectural 
beauty and sales-building lighting for 
contemporary store interiors. 


GUTH MAGIC-LITE is well-shielded by 
a GRATELITE Louver-Diffuser. It 
transforms the direct light into softly 
flattering illumination, essential for 
good merchandising. 

COST—LOW UPKEEP COST 
Uses least expensive lamps —GrateLite 
Louvers are cleaned in 2 minutes. 
VERSATILE 


Mount singly or in patterns. Recess 
or surface. 24’”’ or 12” square sizes. 


THE EDWIN F. GUTH CO. ST. LOUIS 3, m0. 


dawdene um Lightarg ya ce Iqoz 





discussion will have Lew W. Hill, Hill- 
Soberg Company, Inc., presiding. 1 
we 2 \ H. Wells, Jr., Wells Electric Supply 
te ». Company, Inc., will preside over the 
heaps «adel a industrial-commercial and_ residential 
lighting panel. J. B. Carson, Kingsport 
Electric Company, Inc., will preside 
at the panelboards-switches and motor 

controls panel 
Friday, January 15, will be the date 


: ; of the keynote address, to be given by 
Will not tarnish Assistant Secretary of Commerce for 


A push button or corrode! Domestic Affairs, Lothair Teetor. His 
. Costs just pennies! talk is to be followed with addresses 
with a Always looks by Blaine Fairless, vice president, Steel 
. . c 8 : caer af fs City Electric Co. and Arthur W 
lifetime finish <a ¢ Hooper, editor, ELECTRICAL WHOL! 
1 ae SALING 

Adjournment will follow a meeting 

for the members of SEWA 


——— 
C4 i 
Ee No j | Ohio, Texas Branches 


. , Opened By Graybar 
piano action NEW YORK, N.Y.—The Graybar 


Electric Company has opened a new 


ORY | B Ohmeey,| branch at 923 Washington St., Ports- 


a mouth, Ohio. Another new branch 
] 


was opened at 1601 South Treadaway, 


Abilene, Tex 
' . 
NOW! Put your finger on extra Manager of the Portsmouth branch 


sales with KeyNote..outstanding push button in is J. T. Young who joined the com 


the economy class! Stock it. Feature it. Sell it. It’s your.. pany in 1941 as a salesman at Cin 
cinnati. In 1948 he became resident 


KEYNOTE TO REAL VOLUME! | salesman in charge of the Charleston, 


* Classic, simple design * Piano action W.V. sales office. From June of this 
¢ Never tarnishes, corrodes ¢ Easy mounting , 
¢ Fine quality, low cost ¢ Slim, streamlined 
* Chocolate brown with ivory key ¢ Rich ivory with brown key 
* Mirro-brass with ivory key szles office in that city 
* Mirro-chrome with black key E. L. Preston is manager and H. L 
+ JUST 26¢ to 52¢ each! Coldwell operating manager of the 


DISPLAYS & PACKAGING that ring the bell! Abilene, Tex., branch. Mr. Preston 


joined the operating department of 


year until Portsmouth became a 


branch, he has been in charge of the 


Stock Display Carton with fold-back Counter Display colorful and atten- : 
cover. Your attractive silent salesman! —_tion-getting. Sells Edwards KEY- the company at Dallas 28 years ago 
Contains 6 Edwards KEYNOTES NOTES on sight. Has attached actual In 1927 he moved to Beaumont as 
mounted on individual platforms. Dis- samples in each of four colors. Display ; ; : ‘ i 

play always remains neat, safe . . en stands 8” high, 7'4” wide operating Manager In 1941, Mr. Pres 
courages impulse purchases. Packed ton was made operating manager at 


one color to a carton — Houston, becoming a salesman at Fort 
Worth in 1946 
Mr. Coldwell joined the company 


in the Dallas operating department 
in 1950 He has worked in stock 
maintenance and as office salesman at 
Dallas and San Antonio 


Clingan Electrical Moves 


SEND FOR |e em nt " CUMBERLAND, MD Clingan 
ILLUSTRATED BULLETIN Electrical Supply Company will be 
-- TODAY! located at 444-446 N. Mechanic St 


this city. after the first of the year 


This is the third time the company 
Ne has moved since it was established in 


949.$ u inva S Dresic ( 
EDWARDS COMPANY, INC., NORWALK, CONN. 1949. Samuel Clingan is president and 
In Canada: Edwards of Canada, Ltd | owner 
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F. W. Wehrheim Named 


Appleton Vice President 

CHICAGO, ILL.—F. W. Wehrheim 
is vice president in charge of sales 
for the Appleton Electric Co. The ap 
pointment of the thirty-three year 
veteran was announced by Arthur I 
Appleton, president of the firm 

Mr. Wehrheim joined Appleton 
Electric in 1920 as a stock control 
clerk. He has served the company in 


‘Interrupting Capacity 
25000 Amperes A. C. 


Interrupting Capacity Rating in excess of 
Underwriters’ Laboratories Standards is 
established by tests conducted in ac 
cordance with AIEE Standards #25 on 
Power Fuses ond NEMA Standards on 


Power Fuses. 


F. W. Wehrheim 


various sales capacities. Mr. Wehrheim 
succeeds E. A. Murray who has re 
signed to return to his former em 


ployer, - American Steel and ie SHAWMUT’S NEW TRI- ELEMENT 


division the United States 


Corporation 

I. W. Strong, former Denver sales All-P. ose Si er UAC 
representative for Appleton Electric, | uUrp up 
has been appointed assitant to the | Here is a newly designed All-Purpose Superfuse. Use it wherever you need 
vice president in charge of sales. Mr. | One-Times, Renewables or Dual Element fuses. Tri-onic is the first low 
Strong is a graduate of Purdue Uni voltage fuse with a published interrupting capacity of 25,000 Amps. at 
versity, is an electrical engineer, a | rated voltage for fuses. This is 15,000 Amps. more than required by 
member of the Iluminating Engineer Underwriters’ Laboratories Standards for fuses. 
ing Assn. of America, and the Amer- | TR}-ONIC, THE NEW TRI-ELEMENT SHAWMUT SUPERFUSE COMBINES: 
ican Institute of Electrical Engineers 
He holds his professional engineers 


license in the state of Indiana 


7 7 — It can handle short-circuits 2’ times larger than 
639 peat vom eodinaey fuses. ‘T'ri-onic expands fuse application 
into the 25,000 Amp. zone with the sarne interrupt 


5 
| ing rating and time-current characteristics as 25,000 
= Amp. molded case air circuit breakers. Buy Tri-onic 
for bus plug-in duct, bus-ways, feeders, motor 
control panels and branch circuits 


High Construction Levels 


To Continue in 1954 
WASHINGTON, D. ¢ Expendi 
tures for new construction are ex \ 2. LONG TIME DELAY, based on heat absorption 


principle, permits Tri-onic to safely start heavily 
105 light . | uC. 3 2 . loaded motors without blowing. Eliminates need- 
I 1, Slightly (2 per cent) less than ng 111000 Aap. OaA8. less “outage” of circuits due to heavy inrush cur- 


the record volume of nearly $3434 | _—- J yents or load swings. 


billion evident for 1953 A TRI-ONIC FOR EVERY CIRCUIT = Bai 
4 Id These new high LC. pr a de 3. COOLER due to Tri-onic’s inherent low resist- 
t ve ble » 4 ormal ) 

A mild contraction in private con- | Sal teleanmaie + lag ance. I? losses very low. Blowing temperature is 
to 600 Amps. for both 250 ond 600 =286°F or 500 degrees lower than that of ordinary 
| j | Volt circuits. For sofety'’s sake insst’ zinc links. Use it for distribution boards, panel 
year, but indications are that publicly on Tri-onic. Protect yourself and your bo  ndg t testing nemaia koife and enclosed 
circuits. Send for Tri-onic Bulletin now. oaras, Motor startling panels, ALE ana CNCIOSEC 
financed activity will about equal this switches 


-m 7 1, HIGHER I. C, 25,000 Amps, ( 250V and 600V 
| 
| 


pected to total about $34 billion in 





struction seems likely in the coming 


year's volume It is estimated that 

private expenditures in 1954 will total . Tr rt- onic - “wake °C Vhe Kren 

$22.8 billion, and public outlays $11.2 4 

billion wort THE CHASE-SHAW MUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


Private housing and industrial plant 
_ — a—— eee eer er ee ee ee a ee ee ee a oe oF = —_—_—_— — oe 


will probably decline along with farm 
construction and defense facilities a hy {7 ) ih cy Dry 
(public industrial and military installa ALR ; “tot =< , 


tions). These decreases will be largely Tri-onic ~t3~ €-Q-T Shionet = or O-T roe ruse wins 
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Send for your copies Now! 


Yes, send for these 


bulletins on popular “Buffalo” 


when you 


Fans, you are taking the first step 
to real profits! The brand-new 
“Buffalo” NV-Breezos, 
Heavy-Duty Propeller Fans and 


line of 


Belt-Air Fans have been selling 
even better than their predeces- 
sors which led the field for many 
blanket a capacity 
500 cfm to 90,000 


cfm, enough for almost any ven- 


years. They 


range from 


tilating application you could 
name. New Breez-Air Attic Fans 
and Breez-Pac Attic Fan Pack- 
ages, and 

will round out your line for a 
very profitable 1954. Write to- 
day—specifying Bulletins 3865, 
F3790, FM-10 and_FM-900. 


214 MORTIMER ST. 


y? 


BUFFALO FORGE 


HIGH 


{ 


First For 
Fans 


COMP AMY 


BUFFALO, NEW YORK 


PUBLISHERS OF “FAN ENGINEERING" HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS 
BREEZ-AIR ATTIC FANS & 


BELTED VENT SETS 
BREEZO FANS 


BELT-AIR FANS 
NV” BREEZO FANS 


offset, however, because of extensive 
backlogs and constant pressures for 
the kinds of construction that are 
needed to serve the mobile and fast 
growing population and the spreading 
suburban communities. 

These outlook estimates, of the U'S. 
Labor Department's Bureau of Labor 
Statistics and the Building Materials 
and Construction Division of the USS. 
Department of Commerce, are under 
the assumption of no change in the 
international situation, continuing high 
employment levels and personal in- 
come. They do take into account a 
slight easing in the general economy 
and some rise in unemployment 


Canadian Distributor 
Starts Self Service 
VANCOUVER, B. Cc — 


Electric Ltd. has completely 
ranged its store for convenient shop- 
ping and display. The firm is located 
at 541 Howe St 

Electricians are now able to park 
their car or truck in a free parking 
lot bordering behind the firm, walk in 
the back door, take one of the wire 
buggies from the rack and go shop- 
ping. Customers serve themselves from 


Brertell 
rear- 


materials and 
Regular counter 


electrical supplies, 
bargains on display 
service continues as always 

Brettell Electric Ltd., was founded 
in 1920. William Hornby is president 
and buyer. J. McConnel is the sales 
manager. The territory includes all 


British Columbia 


Electric Utilities 
Cutting Inventories 


NEW YORK, N. Y.—Most electric 
utility companies either are cutting 
their inventories or maintaining the 
status quo, according to result of a 
survey conducted by Electrical World, 
McGraw-Hill publication 

Approximately half the 43 utility 
companies had cuts in current average 
inventory policy in terms of supplies 
for days, the survey showed. The cuts 
in days ranged from 15 to a half year, 
with 30 day's supply being the most 
common cut 

Only in the case of line wire had 
more than three companies increased 
inventories. The factors which influ- 

were 
stocks, 


enced accumulation 
availability of 


strategic location of suppliers and the 


inventory 
wholesaler’s 


suppliers’ current schedules. 
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Exclusive manual 
ppliance sale for 


every a 


d off day after day without 
ration! 


IRVING JOSEPH, president of the 
radio-TV parts wholesaling firm bear 
ing his name, dusts 
sign. R. E. Warner of Westinghouse 
Chicago office looks on. The busine 
has been located at 5959 W. Fuller 
ton Ave ince January. A new store 
t has 2,000 sq. ft. of space. The pre 
vious structure was destroyed by fire 
Sign is first in country to be installed 


with cooperation of the Westinghouse 
electronic tube division 


off new electric 





entirely new! 
amazingly versatile! 


Rowe Electric, Rochester, 
Changes Name 


ROCHESTER, N. Y 


TIME-ALL 
Turns appliances and lights on an 
resetting! Also skips automatic o 


control! Ties in with neentiagle 
plus-profits when the customer sees how easily TIME-ALL 


makes the appliance fully automatic! 
FREE! Write today for details on free promotional deal and 


special introductory offer. 


te NOW to... INTERNATIONAL REGISTER COMPANY 


> Dept. 123Q, 2618 W. Washington Bivd., Chicago 172, Ill 


-W. Marvin 
Rowe has announced the incorporation 


and change in name of the Rowe 
Electric Company. The firm, located at 
255 East Ave., is now known as Rowe 
Electric Supply Co., Inc 

Officers are: W. Marvin Rowe, presi- 
dent and treasurer; Alfred G. Elley, 
vice president; Jean W. Cohen, vice 
president; Helen A. Lane, secretary 


Directors are: W. Marvin Rowe, 
Charles B. Benedict and Alfred G 
Elley 


OUSEHOLD TIMER. 
ATICALLY. STEADY 
DVERTISED. 


wire or wri 


RMATIC TIM 





October New Construction 
Expenditures High 
WASHINGTON, 


tures of $3.2 billion for new construc- 
tion during October almost maintained 
the September level and set 


D« Expendi- 





phone, 


a new 
record for the month. Private outlays 


($2.1 billion) and public ($1.1  bil- 


lion) were both at peak for the month 
Commercial, 


PROFIT ITEM. NATIONALLY A 


educational and _ reli- 
gious building each rose contra-season 


ELLOGRAM _ 

SUMER ACCEPTANCE OF INTE 

FULLY AUTOMATIC PORTABLE H 
ANCES AND LIGHTS ON AND OFF AUTOM 


illy in October to a new monthly high 
The decrease from September in high- 
way work was less than seasonal, re 


NEWEST GIFT SENSATI 





Hecting to some extent, the unusually 
good construction weather 


Alb other 


major categories showed the changes 


AND ONLY— 


that are usual for this time of vear 
During the first 10 months of 1953, 


expenditures for all types of new con- 


SELLER; TERRIFIC PLUS- 


TURNS APPLI 


IN ON WIDE CON 
FIRST— 
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revert Costly Burnouts 


with 


VAP-CIL-TITE 


Fouled contacts cause costly 
burnouts and down-time. Use 
VAP-OIL-TITE FITTINGS 
with Plastic Covered Flexible 
Metallic Conduit for Sure Seal- 
ing of wiring on oil, water, dust 
and vapor tite equipment. 
VAP-OIL-TITE’S exclusive 
threaded bushing not only 
insures positive grounding but 
also makes fitting easier to install 


FITTINGS 


because a collar covers metal 
edges making burring unneces- 
sary. Furnished in numerous 
types with body sizes from 
3g" to 2”. Write or wire today 
for bulletin #MT-104 giving 
types, sizes and prices. 


SIMPLET ELECTRIC COMPANY 


3600 Potomac Ave., Chicago 51. Iilinc 


11 Park Place « New York 7, New York 








NEW LOW-COST TIME SWITCH 
With Higher-Priced Features 





higher-priced switches. 
Check These Features: 


@ Precision gear train 


lubrication 


tacts 





Send for FREE catalog 


RELIANCE MODEL **400”’ 


Reliance engineering has designed a time 
switch, with all the dependability and con- 
venience of automatic circuit control, at 
low cost. The new Reliance Model ‘‘400” 
has the features and quality of many 


@ Standard, heavy-duty motor 


@ Pit resistant silver-to-silver 


One-piece deep-drawn steel case 





® Motor gears oil-sealed for lifetime 


con- 


Type 401 SPST 
20 Amps.—125 Volts 


RELIANCE AUTOMATIC LIGHTING COMPANY 


1911 Mead St., Racine, Wis. 





struction totaled $29.1 billion, 7 per 
cent above the amount for the same 
1952 period. Physical volume (expen- 
ditures adjusted for price changes) was 
up slightly, 3 per cent, for last year. 
Almost two-fifths of the total dollar 
gain over 1952, when the first 10 
months are compared, was in private 
residential building. Commercial build- 
ing, largely because of advances in con 
struction of stores, restaurants, and 
garages, accounted for the next greatest 
share, about a fourth. Most of the 
balance of the 1953 rise in construction 
expenditures was in privately owned 
public utilities and highway con- 
struction 
January-October 
public industrial building (including 


expenditures for 


atomic energy facilities) and for school 
construction, were also considerably 
greater this year than last, but outlays 
for hospital construction and public 
housing were down substantially. Pri 
vate spending for industrial plant ex 
pansion, despite a dip during the 
summer months, nearly equalled the 
record 1952 figure for this 10 month 
period. Military and naval facilities 
construction likewise was only slightly 
under last year’s total. Farm construc 
tion was down moderately 

These are preliminary estimates of 
the Building Materials and Construc- 
tion Division of the U.S. Department 
of Commerce and the U.S. Labor De 


partment's Bureau of Labor Statistics 

Justh Joins Pittsburgh 

As Assistant To President 
PITTSBURGH, PA 


manager of the lamp de 


Victor Justh, 
formerly, 
partment of the Keps Electric Com 
pany, has joined the Pittsburgh Ele« 
tric Supply Company 

Mr. Justh is assistant to the presi 
dent and handles sales promotion on 


electrical supplies and appliances 


Midwest Equipment 
Moves To New Office 
OMAHA, NEBR.—The Midwest 


Equipment Co., manufacturers repre 
sentatives, have moved to a new office 
and warehouse. The new address is 
1614 Izard St., Omaha 2, Nebr 

The new quarters include an office 
and display room. The warehouse con- 
tains 16,000 sq. ft. of space. Some of 
the 12 members of the firm include 
A. V. Sorensen, Harold Grant, Ed 
Goers, Emil Carson, Henry Sewell, 
Joe Wilson, Chuck Kafka and Lorene 


Hansen 
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Hunter Fan Opens 
Dallas District Office 
DALLAS, TEX.—Hunter Fan and 


Ventilating Co., Memphis, Tenn., has 
opened a district office in this city 

I. L. Dowlearn, who has been wit! 
the company since 1942, was named 
district manager. He was former! 
head of the parts and service depart 


ment in Memphis. His address is 341 


Easton Rd., Dallas WALL SWITCH PLATES 


Okonite Expands Top-Level 
Management Organization 
PASSAIC, N.J.—The Okonite C 


' led ; Industry-standard colors, Ivory 
las Expanded its administrative and or Brown 


Lowest cost to you 


executive structure, creating the post 
Strength with flexibilit 
of chairman of the board and em 8 y 


phasizing the area of research and Complete line, smartly designed 


1 
> ’ - : ° ** . 
pee: Son cage Fit all standard wiring devices 
Albert F. Metz was installed as 
chairman of the board and chief exec Immediate delivery 


utive officer. R. Stuart Keefer is presi 


dent and Edward D. Youmans is vice 


j = Uff, i \ 
president in charge of research and Uf] 
product development. Messrs. Metz ce Rt 
Keefer and Youmans were respectively 
All plates packed in individual envelopes 
with brown or ivory enameled metal screws 


r 7 MOLDED PLASTICS, INC. to match. Write for low prices and catalog 
tt 335 Barton Street, Pawtucket, R. |. 


sheet showing all Reliance standard plates 





Charles M. Kirkland 
president, vice president in charge of 


sales and vice president in charge of 
manufacturing and research 


Charles M. Kirkland, formerly fac at the Brochurc 


tory sales manager at the Passaic plant 
has been elevated to vice president in 

charge of sales. David W. Nurse, Soon to be released on the NEW 
previously resident manager of the 
Wilkes-Barre plant, has been pro 





moted to vice president in charge of : oe 
Da 
manufacturing for the companys z. fe ects r LF TR | C 
; ; ; 
three factories s in 
——— 


Wesco, Greenville, S. C., Hokey Mw Uh aeae) Poe Rane). § 3 
Names C. T. Collins 


GREENVILLE, S. C—C. T. Collins 
is branch manager of consumer prod Mention Brochure No. C12 


ucts at the Westinghouse Electric Sup THE EMERSON ELECTRIC MFG. CO. 
ply Company in this city. He has been St. Lovis 21, Missouri 
associated with the firm for eight years 


L. W. Hayes, district manager for AS HOES TaAY CEASE Sines 








onsumer products of the Carolinas, 
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LIGHTING EQUIPMENT 
FOR CUSTOMER SATISFACTION 


HERE ARE TWO UNITS WHICH WILL DO SPECIAL LIGHTING 
JOBS EFFICIENTLY IN THE INDUSTRIAL PLANT 





SHOWER ROOM FIXTURE 


DESIGNED FOR RUGGED USE 








VAPOR PROOF FOR 150 WATT LAMP 
WHITE PORCELAIN ENAMELED STEEL 
CANOPY, HEAVY GAUGE WIRE GUARD 
PLATED G PAINTED. CAT. NO. 3071 





THE “ILE-LITE”’ 


DESIGNED WITH THE EYE IN MIND 


GOOD LIGHTING WHERE NEEDED IN STOCK 
ROOMS. LIGHT SPREADS OUTWARD G DOWN 
WARD WITHOUT GLARE TO THE EYE. SOCKET 
FITTINGS INCLUDE PENDENT, BOX COVER, 
FEED THROUGH AND ANGLE. PULL CHAIN 
OR KEYLESS. REFLECTOR IS ALL WHITE 
PORCELAIN ENAMEL 


SEND FOR OUR NEW HANDY CONDENSED CATALOG 


-ELECTRIC MFG. INC. 


4223 W. LAKE ST 


6 SIZES 
"14-500 MCM 


CHICAGO 24 








COPPER TUBE AND PRODUCTS, INC. 


S746 MARIEMONT aveE © CINCINNATI 27. OnIO 





said that the promotion of Mr. Collins 
is in keeping with the company’s ex- 
pansion plans in which it is dividing 
its apparatus business and its appliance 
and television business. Mr. Collins 
covers the western parts of North 
Carolina and South Carolina 


I. H. Block Elected 
To Credit Men’s Assn. 


BUFFALO, N. Y.—Irving H. Block, 
Jr., credit manager of W. Bergman 
Co., Inc., appliance wholesalers, has 
been elected chairman of the Electric 
Appliance Credit Group of the Credit 
Men's Association of western New 
York 

He succeeds Melvin L. Schuster of 
Wehle Electric Co., who has resigned 


Orin Crandall Elected 
To Executive Post 


ELMIRA, N. Y.—Orin Crandall, 
manager of the Olean, N. Y., branch of 
LaValley McLeod, Inc., 
vice president at a recent meeting of 
the board of directors 

Mr. Crandall was named branch 
manager at Olean in December, 1952 
N. J. Learned is president of the firm 
J. M. McLeod is vice-president and 
secretary. Treasurer is K. Apgar 


was elected a 


H. K. Porter Acquires 
Metal Wire Company 


PITTSBURGH, PA.—H. K. Porter 
Co., Inc., has announced the acquisition 
of The Alloy Metal Wire Co., Prospect 
Park, Pa. The firm produces stainless 
steel and alloy steel wire, rod and 
strip for use principally in electrical, 
electronic and chemical fields 

T. M. Evans, president of Porter, 
says that operation will continue as The 
Alloy Metal Wire Co., division of H 
K. Porter Co., Inc 


Remington Names 
Massachusetts Firm 


AUBURN, N. Y.—Massachusetts 
Gas & Electric Light Supply Company 
has been named distributor for window 
and console room air conditioners by 
the air conditioning division of Rem- 
ington Corp 

Territory covered includes eastern 
Massachusetts, southern Maine and all 
New Hampshire 
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NAED Executive Course 
At Harvard University 


NEW YORK, N. Y— -The Harvard 
Graduate School of Business Admini 
stration will conduct an extensive train 
ing course for executives of the 
electrical wholesaling industry 

Approval was given the education 
committee of the National Association 
of Electrical Distributors for the course 

be of three weeks duration—from 
June 20 to July 10, 1954 
e Class Limited—The class will be 
limited to a minimum of 60 students 
or a maximum of 80 students. Full 
facilities for conducting the course 
have been arranged on the basis that all 
students live on the Harvard Campus 


NAED members and their execu 
tives, having the advantage of a course 
in sound business management funda 
mentals, are obviously in a more advan- 
tageous position to be successful in 
top-level positions. Men, who in the 
future will occupy important executive 
positions and be responsible for operat 
ing the business, will also find many ad 
vantages in the course 
e Case System—The principal and 
dominating method will be informal 
discussion of specific problems or cases 
These will be presented in printed 
form, to be studied prior to discussion 
in seminar sessions. There will also be 
lectures, addresses, visual presentations, 
texts, reading and conference discus 
sions 
e Coordinators—Harry R. Tosdal, 
professor of Business Administration 
and Professor Harry T. Davis will act 
as coordinators and directors of the 
course. Expert instructors from the 
School of Business Administration and 
other departments will be called in on 
different topics. Businessmen will also 
be brought in from time to time to 
deal with specific case situations with 
which they are familiar 

Cases involving, and representative 
of the electrical wholesaling industry 
will be introduced at crucial points 
during the sessions. Supplementing that 
case material will be other actual and 
typical cases prepared for the course 
in cooperation with the education com 


mittee and other members under the 


direction of Mr. L. M. Nichols, con 
sultant to the operating cost com 
mittee 

Names of prospective students must 
be in NAED’s headquarters on or 
before December 23 
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\ hen hazardous conditions demand explosion-proof electrical 
equipment, be sure to include Signal’s Explosion-proof, Contact. 
less Vibrating Bell. 

All current-carrying elements are enclesed in a rugged housing and 
all mechanical parts are fully protected against atmospheric corrosion 
The Signal Explosion-proof Bell, built by the originators of Underdome 

le view of Bells, has been proved in service and is listed by Underwriters’ Labora 
the Signal Ex- tories, Inc. for the following 


plosion-proof Class I, Groups B, C and DD Class II, Groups F and G 


Bell 
Write for Bulletin EP! 


SOLD THROUGH (Uke clock SIGNALS 


ELECTRICAL — SIGN /* IL. 


ENGINEERING f 


WHOLESALERS s WEST 14 NEW 














Are you taking full advantage of this new, high profit, heavy volume business? 
Talk to your contractors. Let them tell you how one installation leads 
to several—how controls, wiring, fuse boxes, add extra profits to many jobs 


TWO IMPORTANT FEATURES SPUR BERKO’S RAPID GROWTH 

First, exclusive product advantages, including buss bar construction 

and the use of tempered heat resistant glass assure consumer satisfaction 
Second, Berko maintains a strict distributor policy. 

BERKO is helping to build new business for leading wholesalers 

in every section of the country. Why not see what Berko can do for you? 
Mail the coupon today for Merchandising Kit, valuable aid 

for more profit-making heating sales 





Letter Heating Panels | Berko Electric Mfg Corp 


| 212-40 Jamaica Avenue, Queens Village 
Are Build Ly | PLEASE SEND MERCHANDISING KIT 


l« ompany Name 





Your Name 
| Address 








The Electrical Contractors’ Line 








eee ge Unequalled 
pore. Add ny tene [) e 1) e rd | b j | j ly 


trippers any time, easily 
and quickly 
“Tersion-Clutch"” dial . 
drive. Dial turns freely ¢ 
fo permit manual check > = Ww 
of ‘on-off’ switch oper 
ations yet has posi 
tive, no-slip drive 
; 

'Quick-out"' movement ’ 
positively locks in case ! X, Mem. Was) 

no rattle. Movement (A O; CP 
swings right out when | ; 
unlocked with no TIME SWITCH 
loose parts 


New terminal block 
simplifies wiring — cuts 
installation time 


Terminal block 
insulator. Ful! depth 
termina! block insu 


later > # CHECK ITS 
: “LOOK-AHEAD” 


a= 8 unequalled quality in 24 hour eo FEATURES 


time switches for controlled billboard lights 
store illumination, poultry house lighting 
stoker operation and hundreds of other ap 
plications Wherever you need automatic 
on-off control, the advance-designed 3000 
Series gives you a maximum range of ad 


justability — up to 16 operations per day THE BEAUTIFUL 


Offer your customers this truly modern time 

control. And, take advantage of all the 3000 

Series merchandising materials. When you PARAGON 
stock and sell the Memory Master, you'll 


find it easy to sell a real profit builder eielele) SERIES 


THE SWITCH THAT REMEMBERS Fiem $10.50. fit 
AND LETS YOU FORGET 


PARAGON ELECTRIC COMPANY 
1630 TWELFTH ST., TWO RIVERS, WISCONSIN 








WATERTIGHT 
CONNECTORS 


give you real protection 
where you need it 


An engineered product — 
~ the M&W Standard Water- 


NoTeé O:rreeence 
Brroee 4\arree tight Service Entrance Cable 


a acai ta Connector. All sizes avail- 
able for %", 1” of 14%," 
Hubs or Sockeis 


Featuring Long - Life 
Neoprene bushing 


; Wie. 3 @ Longer-lasting watertight cable service is 
assured with M&W, the easy-to-use connectors with the tapered bushing. 
They hug the cable, form a positive watertight joint that gives depend- 
able, trouble-free service. Note the rugged castings, clean-cut threads, 
simple two-screw compression flange. A real time-saver, used by leading 
contractors. Write for Catalog No. 53 today 


Non-Watertight Connectors — Ground Clamps — Service Entrance 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and 
Romex Connectors 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 








Next Month’s Issue 


Features to watch for in the January 
issue of ELECTRICAL WHOLESALIN( 
include: 

e The Annual Outlook and Re 
view Section—how wholesalers see 
sales and costs for 1954; an analysis 
of 1954 prospects for five basic mar- 
kets; a review of electrical distribu- 
tors’ sales, by regions, during the 
first 10 months of 1953 

e A photostory showing how a 
distributor's salesman is trained— 
from A to Z. 

e “The Salesman’s Technica! 
Notes”—a new department. It will 
be a digest of important electrical 
data, custom-tailored to your needs. 
Presented in graphic fashion, it will 
be easy-to-read, easy-to understand. 

@ Ideas for an industry-wide co- 
operative advertising plan for resi- 
dential lighting, and the dynamic ef- 
fect such a plan could have on fix 
ture sales. 

e “Ethics — What's That?” The 
first of a series of guest editorials by 
NAED’s president, R. M. (Bob) 
Johannesen 














PEOPLE IN THE NEWS 











C. Ashmead Biddulph, New York 
district manager for The Thomas & 
Betts Co., Elizabeth, N.J., was named 
president of the Electrical Associates 
Club of N.Y., at its recent annual 
meeting. The organization's members 
include electrical engineers, manu 
facturers, distributors and contractors 


in the metropolitan area 


Jack Ryan is assistant director of 
public relations for the Zenith Radio 
Corp 


George E. Spencer is general sales 
manager for the Pacific Electricord Cc 


Los Angeles 


Bill L. Siebenthaler represents the 
Viking Air Conditioning Corp., in the 
Missouri and Kansas area 


James M. Humphrey is district sales 
manager, Denver area, of the Appleton 
Electric Co. He succeeds I. W. Strong 
and had previously been associated with 
the Young Mfg. Co., Denver 


Harry N. Freeman is district sales 
manager for Apex Electrical Manu- 
facturing Co., Cleveland, Ohio, in the 


following states: Minnesota, Iowa, 
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Wisconsin, North Dakota, South Da- 
kota and the Chicago trading area. He 
was last with the Bendix Home Appli 
ance division as Minneapolis division 
manager 





James L. Thompson is regional! 
sales manager of the Square D Co 


supervising activities in the Chicago 
Rockford area, and in a region taking 
in most of Indiana. Mr. Thompson 


who joined the sales staff in 1946 UNITS ARE RIGHT 
} $ 


succeeds the late Neil Driscoll who 


died October 26 after serving in his 4 * Good Service 
post for more than 20 years % © Good Profits 


Louis V. Cole was reelected chair 2802 «7800-2801 
man of the board of directors of Fed 


eral Electric Products Co., Newark Senne tetentes oe a 
- ra-Ke or orm or 
N. J. Other directors of the firm are BROODER Broiler Plant 


Thomas M. Cole, Harold J]. Vor- 
Broeding capacity 20 sa 


zimer, Jacob B. Melnick, Charles Industrial Plants... Farms... ft. —eccommedates 300 
Kurz, R. Miles Warner, Joseph S$ 


“ag: . mostat auto | i) 

- Rural Electrification Gn ae a tae tn 
Thompson, Albert A. Browne and and can be ad 
. , The Jackson line affords the wholesaler a de justed to regulate 
George T. Challoner. temperature so 
, that lamps burn as 
ity, and excellent returns. Jackson is a good, _ \ needed 18 dia 
fast-selling line—check into the sales oppor sr ll 5 ae 
organization planning, a new unit in tunities today a Enamel finish — 6 
ft approved § cord 


. and pl om 
Manufacturers of Reflectors, Yardlights, pea a. ae cme 


the Youngstown Sheet and Tube Co Vaporproof Units, Weatherproof Sockets to install 


Richard A. Meck hs joined che | 13% 6 2" SON 


j . _ , 
multi-vent division of the Pyle-Na Distributors 900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 















































2801-2805 Vaporpreef Unites 


pendable source for prompt service, good qual 


Frank A. Roberts is manager of 


the industrial relations de partment of 














ELECTRIC SOLDERING TOO 


avo SPEED... SAFETY 


PENCIL TYPE Properly designed and installed signals and systems are 
ore ys P| real time-savers that smooth out many a plant problem— 
Special tips help stop wasted motion. And solving individual signal- 


a ing problems has been Faraday’s business for seventy- 


eight years. These years of experience assure correct 
plans, correct installation. To be sure that your signal- 
ing system is operating at top efficiency, check with 
Faraday. No obligation. 


Le a 


For the pin point 
soldering of instru 
ments, meters, gauges, 
small radios, printed 
circuits: or any fine solder 
ing, especially where space 
is cramped or where there : en 2 
is little clearance HOLTZER-CABO! FARADAY STANLEY & PATTERSON 


VULCAN ELECTRIC CO CONSOLIDATED BY 


a SPERTI FARADAY INC. rorsan, micn. 


BELLS ‘ BUZZERS - HORNS - CHIMES © VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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(f 
It’s smart to 


specily Hoot 
ELECTRICAL FITTINGS 


because they are: 


* Made of Malleable Iron and 
Steel 


* Engineered for improved 
performance 


* A complete line of fittings 
for every type 


of job 





SOLD THROUGH ELECTRICAL 
WHOLESALERS ONLY 


ELECTRICAL 
FITTINGS 
CORP. 


Dept. L-17 
€ Woodside 77, 
New York 











tional Co., Chicago. He was formerly 
planning production and design en- 
gineer for Victor Adding Machine 
Co. Mr. Meck had been sales engineer 
and design engineer with the multi 


vent division from 1947 to 1950 


Stephen B. Metcalfe is assistant 
manager of operations of the Wor- 
cester district of American Steel & 
Wire division 


L. F. Hickernell, chief engineer 
for Anaconda Wire & Cable Co., 
Hastings-on-Hudson, N.Y., has been 
appointed chairman of the Technical 
Program Committee for the Winter 
General Meeting of the American 
Institute of Electrical Engineers 


Joseph A. Tills is mid-west sales 
manager for the Litecraft Manufactur 


ing Corp., New York, N.Y 


John G. Kruse and Richard L. 
Post have been named assistant secre- 
taries of the Minnesota Mining and 
Manufacturing Co 


Charles C. Cheyney, a director and 
sales manager of the Buffalo Forge 
Co., was elected vice president of sales 
and engineering last month. Mr. Chey- 
ney, a Cornell school 
graduate and engineering officer and 
naval aviator in World War 1, was 
made assistant sales manager in 1928. 


engineerin’ 


He became sales manager in 1945 and 
in 1949 was elected a director of the 


company 


Louis H. Hopper is manager of 
the eastern region for BullDog Elec- 
tric Products Co. He directs the activi- 
ties of the Baltimore, Boston, Buffalo, 
New York, Philadelphia, Reading and 


Syracuse offices 


Don G. Mitchell, chairman of the 
board of Sylvania Electric Products 
Inc., is commerce and industry chair- 
man for the 1954 campaign for mem- 
funds of the New York 


bers and 
Chapter, American Red Cross 


Fred J. Nataly is supervisor of 
replacement sales promotion for G.E.’s 
tube department, Schenectady, N. Y 
He succeeds A. L. Champigny, new 
manager of advertising and sales pro 
motion for the department. Mr. Nataly 
is responsible for distribution sales 
programs for G.E. receiving, industrial, 
transmitting and cathode ray tubes 


SPERO "HB’” 


ALUMINUM SHIELDS!! 


. «+ for the protection of GE R-52 
and WESTINGHOUSE R-57 LAMPS. 


Protection from moisture 
assures full lamp life. Supply the best ° 
... Spero H-B Shieldst! 


* One piece heavy aluminum spinning 
affords greater heat dissipation. 

*® Ventilated. 

* Two piece spring contact socket. 

*% 1," and ¥%” pipe mounting. 

*® Wire guards available for bottem of units, 


SPERO also makes “GUARANTEED” PORCELAIN 
ENAMEL REFLECTORS... FLOODLIGHTS... VAPOR- 
TIGHT UNITS... INSULATORS .. . SWITCHPLATES 


THE SPERO ELECTRIC CORPORATION 


14838 EUCLID AVE CLEVELAND 12, OHIO 





For all your power and light 
installations, get 


IMMEDIATE 
DELIVERY 


right to your plant or to-the-job 


Single and 3-Phase 


PRECISION 


air cooled 


TRANSFORMERS 


15 KV 
e Voltages te 
4 te 1000 KVA 


@ Class ‘'B"' insulation 
@ Long, trouble-free service — 
@ Easy installation, maintenance 


Chicago's only transformer manufac- 
turer building a complete line of power 
and distribution transformers 

nical data sheefs 


. 
VV precision 


TRANSFORMER CORP. 


660 W. Grond Avenue, Chicago 10 III 
All Phones: SEeley 8-2740 


‘Ea, Fee eek ae Be Eeeke 
and valuable tech- 
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MANUFACTURERS NAME 
SALES REPRESENTATIVES 








Columbia Cable & Electric Corp., 
Brooklyn, N. Y., announces appoint 
ment of two representatives. Walter 
S. Nash, 2101 Tulsa St., N.W., Ar- 
lanta, Ga., is representative in Georgia, 
Alabama and the eastern portion of 
Tennessee. Verne LaSalle Co., 8905 
Lake Ave., Cleveland, Ohio, is repre 
sentative for the state of Ohio, north 
of Columbus 


Phil Rich Fan Mfg. Co., Inc., Hous 
ton, Tex., announces the appointment 
of James H. Roan, 700 Orion St, 
New Orleans, La. He is going to rep 
resent the windmaker attic, commer 
cial and industrial fan lines in Louisi 
ana, Mississippi and Alabama 


Standard Transformer Co., Warren, 
Ohio, announces the appointment of 


H. W. Perty, 696 Florida Ave., Pitts 


burgh 28, Pa., as its exclusive sales that silly Theodore, always trying to 


’ ‘eer 
representative for the western portion prove he’s as tough as anything. 


of Pennsylvania 


Prescolite Manufacturing Co., Berk 
eley, Calif., has announced the ap 











pointment of the Glass Gorham Co., 
1831 N. Elston Ave., Chicago 30, III 
Walt Glass and Bud Gorham recently 
joined forces and formed the new 


Prescolite representative 
Pyle-National Co., Chicago, Ill, has ; HERE is POSITIVE PROOF 


appointed three new representatives 


for the sale of industrial multi-vent “> OF A READY-TO-BUY MARKET 
line. They are: A. J. Pittman, 313 ‘ 


Shades Crest Rd., Birmingham, la., — FOR PAR @ M7 


state of Alabama; George E. Mead Co 


Arctic Bldg. Seattle. Wash., W cshine- ~ > ~ GUM TACKERS ! 


ton State counties of Whatcon, Skagit ; 

| SHOOTS : | 
STAPLE s 
TO ine 16” 


Snohomish, King, Pierce and Ska- 
manie; Wain Engineering Co., 231] 
Douglas St., Omaha, all of the eastern 
part of Nebraska bounded by and in 
cluding the counties of Cherry, Grant 
Arthur, Keith, Perkins, Chase and 
Dundy, and the lowa counties of Lyon of oe ane _ 

i 
Osceola, Sioux, O'Brien, Plymouth jovenaiie tenons tt a te 
Cherokee, Woodbury, Ida, Monona a test editorial a ee — 

, She y appeared recently in CONTRA RS‘ 
Crawford, Harrison, Shelby, Pottawat ELECTRICAL EQUIPMENT magazine. 
tamie, Cass, Mills, Montgomery, Fre 
and Pace This is only ‘an indication of the tremendous 
SALES ARROW GUN TACKERS offer you 
PLUS a steady repeat of GUN TACKER 


ASSOCIATION NEWS STAPLE BUSINESS. 
5 TIMES FASTER thon hammer and 


tacks for wiring. 


mont ¢ 














NEWARK, N. J.— James A. Ken 


nedy, district sales manager, Harvey 


Hubbell, Inc, was elected president & Jreow FASTENER £0. Ne. 


of the Essex Electrical League at its i 
Annual Luncheon Meeting. Serving 1 Junius Street, Brooklyn 12, 
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_— make _it a 


QUALITY job with 
UNIVERSAL 


PORCELAIN 
INSULATORS 


® Whatever your insulator needs, 
there’s a Universal Porcelain Insula- 
tor to make every job a quality job. 


S UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 


James A. Kennedy 
1954 will 


Davis, vice president 


with Mr. Kennedy during 
be: Arthur | 
treasurer; Joseph 


Frank Sweeney, 


Rockefeller, secretary In 
Howard Snow and Joseph Hackett, Jr., 
were elected to serve on the executive 
ommiuttee 

The 
harge of the 


luncheon meeting was in 
wholesaler division of 
Electrical League with 


McKew 
E. % 


the Essex 
president, Charles 


Parr, and 


Heidt presiding 


league 
division chairman, 


Horace Seely Brown 


of Connecticut was the guest speaker 


( ongressman 


He reported to the members on the ap 
proach being taken by the House Tax 
Committee in considering the prob 


ems of and the small business 


man. Mr 
lax 


taxes 
Brown is chairman of the 
Sub-committee of the House 


select Committee on small business 


PITTSBURGH 


Duquesne 


John E 
Co.. 
hairman of the Adequate 
1954, at 


Curran, 
reclec ted 
Wiring 


a recent meet- 


Light was 
Committee for 
ing of the Electric League of Western 
Pennsylvania. Preliminary plans for 
the coming vear include meetings with 
various industry groups and a possible 
revision of the Red Seal Standard. The 
for 1953 
No 


later certification 
had 1,100 


ve mber 


program 
certifications as of 


CHICAGO 


ers of the 


More than 175 top lead 


electric industry met at a 
uncheon recently to help the Electric 
28th 


versary of its founding. Managing Di 


Association celebrate the anni 


ector C. C. Simpson presented the 
ssociation’s "Blueprint for Progress 
Comments on the 
by Willis Gale, chairman, 
Edison Co., speaking for the 
and R. I. Parker, 


General 


program were given 
Common 
we alth 

commercial 
Electric Co., 


| utility, 
VICE president, 
pokesman_ for 
Mr 
he association has placed 


industry 


Simpson, in his remarks, said 


adequate 
1954 


| wiring as no. 1 on the list of the 





THE 


Ké&H 


WAY 


CLAMP... LOCK 





addition, 


This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM 


Approved by Engineers 
YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


Specify K&H for 


KRUEGER & HUDEPOHL 


236 VINE ST. * CINCINNATI 2, OHIO 


Established * 


iiDWEST 


COVERAGE 


For Manufacturers of Electrical Products 
Four Salesmen 
8000 Sq. Ft. Ground Floor Warehouse 


Truck-load Dock Facilities 


Ain ELECTRIC 


SALES, INC. 
2323 W. 18TH STREET 
CHICAGO 8. ILL 








WANTED 


MANUFACTURER’S 
REPRESENTATIVES 


for fast-developing line of elec- 
trical wiring devices 

with REAL SAFETY FEATURES 
'n reply state lines now carried, 
type of trade, territory, etc. 


HAPPY HOME PRODUCTS 
P. O. Box 173 
Pacific Palisades, California 
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The World’s Largest Line of 
ORNAMENTAL LIGHTING FIXTURES 


200 Beautiful and Artistic 
LANTERNS 
LAMP POSTS BRACKETS 
Modern — Colonial Gothic 
Small or Large for 
Interior or Exterior 
Installation 
PUBLIC BUILDINGS, 
CHURCHES, CUSTOM HOUSES, 
RESTAURANTS, FACTORIES 
We also Design and Create 
Chandetiers 
© Hand Wrought 
* Copper « 


tron © Brass 
Silver * Aluminum 


The 


Established 
XN HERWIG 


1907 


\ 1759 
ANA SEDGEWICK ST. 
BN CHICAGO 14, 
iLL. 


Send for 
CATALOG 
No. 50 


“ 


FLEISCHER & YOHEY 


Sales Agents 
Serving the Industry 
THRU 


ELECTRICAL 
WHOLESALERS 


1245 Commercial Trust Bldg. 
Philadelphia, Pa. 
Phone LOcust 7-3829 

















FOR 


SOLDERING-BRAZING 
WELDING 





L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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HARRY ALTER, 
Electric A 
d 19 
Hirsct tf Mud n-k 


ccasior f the Sth 





program He emphasized that 

quate wiring and more home appli 
ances go hand in hand. You can't sell 
one without emphasizing the need of 
the other”. He estimated between 
and 20 per cent of Chicago’s home ati 
conditioners sold this past summer 
installed because 


carry the load. Mr 


d that 


could not be 
wiring would not 
Simpson als millior 
ot the 


irea needed fron 


asserte 


1,600,000 wired homes 
$100 


wiring 





NEW LITERATURE 








Lighting Fixtures Recessed and 
lighting fixtures, plus portable 


surface 
lamps, are described in two catalog: 


Copies may be had from Prescolite 
Manufacturing Corp 9 4th St 
Berkeley 10, Calif 


Transformers Front section of 
leat 


information and photographs of the 


loose Catalog consists of yveneral 


various sizes of transtormers the 


Als 


primary 


com 
tc hnical 
and 


voltage combinations of the 


pany builds specifica 


crons and secondary 


linc 


air-cooled, single and three-phase in 


sulating transformers. Second secti 


contains a series of technical d 


sheets, that according to the company 
will be of interest and value t 
individual whe ell 


company and 


transformer 


lations. Copies are available fron 


installs or specifies 


Transformer Cor Chi 


Precision | 


10, Il 

Metal Working Metal at Work 
is a comprehensive study of the 

icts and promotion methods of 
seven divisions of Continental Copper 
& Sreel Industries, Inc. The 


primer in metal work 


book 
actually a bas« 


ing processes for wire and cable, stec 


existing 


|: Lele}-) amy 18 3 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 


() k 


* $ Ben 
\ , 


HAND BENDERS 
POR TUBING, PIPE, 
CONDUIT 


Q h 


Sa 


matcrials 


KNOCKOUT PUNCHES 
AND CUTTERS 


HYDRAULIC 
KNOCKOUT PUNCH 
DRIVER 


CABLE PULLER 
AND BORING 
| 


i 


Ps 


> 


oo. eS Oe 


R veesoo:s 


t< 


= 


v Electrical Tool Folder, Greenlee 
Columbia Ave., Rox kford, Ill 


131 








MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 


Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gouge siectro-galvenized steel (also 
aveilable in Everdur, copper, brass of 
aluminum). Precision mede — perfore- 
tions do not vary. ><-in. holes on 4-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ff. straight lengths. Available in other 
lengths also. 


Send for literature and prices 


Specify MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 


MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicage 7, IWinols 


TRADE-WIND 
CLIPPER VENTILATORS 


Ceiling models 
for kitchen — 
bath — den 

— laundry 


Ce 


TRADE-WIAD moronsns 10 
(572) ee Cee Colt 


Cabinet model — 
ventilates both 
top-of-stove and 
ceiling 


Los. Angeles 37 





1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





boats, wire screen, alloys, tool steels, 
process equipment, snow plows and 
pipe lines. Among the divisions repre- 
sented is the Hatfield Wire & Cable 


division 


Electric Heating — Newly revised 
catalog covers electric heaters and con- 
trols of electric heating units. Some 
of the items included are strip heaters 
and flat type heaters, immersion units, 
portable immersion heaters and 
thermostats. The catalog is published 
by the Industrial Engineering & Equip- 
Co., 711 So. Theresa Ave., St 


4. Mo 


ment 
Louts 


Technical Information — A com- 


information is the 


plete source of 
keynote of a 1954 catalog. It has a 
permanent type binder, 
separate loose-leaf product and specifi- 
cation sheets. Included is information 
on aluminum and bronze power con 
nectors, Clamps, fittings and accessories 


dis 


cover with 


for substation, transmission and 
tribution lines. Published by the An- 
derson Brass Works, Inc., Birmingham 


Ala 


Motor Frame Chart—Selection wall- 
comparison between 
“old” and “new” NEMA standard di- 
mensions for a.c. motors from 1 to 30 
hp. The 18 by 24 inch chart gives 
di- 


chart shows the 


the old dimensions in blue, new 
mensions in red, one immediately above 
that be 


the other so differences can 


detected at a glance. Chart is pub- 
lished by the Westinghouse Electric 


Corp., Pittsburgh 30, Pa 


Ballasts—Principles of fluorescent bal 
last design necessary to obtain maxi- 
mum effectiveness, with the 
available, are given in a 20-page cata- 
log. Also schematically shown, wiring 
and circuit steps for easy reference 
Included are data sheets on available 


ballasts and a comprehensive installa- 


pe wer 


tion and operation section and testing 
procedures. The booklet can be had 
from Advance Transformer Co., Chi- 


cago 18, Ill 


Cold Cathode Lighting—A "Hand- 
book of Cold Cathode Fluorescent 
Lighting” contains complete data on 
the electrical and photometric proper 
ties of the cold cathode lamp, plus 
auxiliaries, along with information on 
the proper methods for using and in- 
stalling this light source. The book con- 
tains 52 pages of text, charts, graphs, 
diagrams and installation photographs 
Included are sections on the general 


GLUTTONS ¢o- 
PUNISHMENT 





“MADE BY 
ENGINEERS 
FOR 
ENGINEERS” 


* QUALITY-controlled wires 

that you KNOW will stand the goff — on smart 
spools, in convenient lengths for fast over-the- 
counter action. * Also Neoprene-jacketed cords 
(types SVO, $JO and SO) for voliant resistance 
te oil, heat and light. © U-L approved 
Cord Sets for every conceivable purpose 
. . » foes of CORDelirium 


CORNISH WIRE COMPANY, inc 
50 Church Street, New York 7, N. Y. 














WANT TO BUY 


MANUFACTURING 
BUSINESS 


@ Electrical supplies or appliances 
@ Hardware, tools or mill supplies 
@ Electronics, nucleonics or industrial 
Negotiations completely confidential 
Fee paid by client 
Brokers Protected 


John C. J. Wirth 


Marketing Engineer 
52 Vanderbilt Ave., New York 17, N.Y. 
Murray Hill 3-1756 








SALESMAN 
WANTED 


By established Electrical Manufacturer 
of Fuses, Electrical Wiring Devices and 
Specialities. 

To call 
Kentucky. 


on wholesalers in Ohio and 
Send Complete Data with Snapshot to 
RW9911 ELECTRICAL WHOLESALING 


330 W. 42nd St., New York 36, N. Y. 
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ELECT OUR 
QUALITY FITTINGS 


#901 


Non Metallic 
Connector 


#523 


Entrance 





ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


; COMpany 


Capacitors 
| Capacitors of 134 types are presented 








| tronic 





WANTED 
MANUFACTURER'S REPRESENTATIVES 


For a quality line of Conduit 
Fittings. Please state length of 
service in territory, territory 
covered and the lines handled. 


RW9970 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 








ATTENTION 
Electric Wire 
MANUFACTURER 


Pittsburgh Sales Agent 

having warehouse facilities 

and sales organization 
interested in representing 
manufacturer in Western 
Pennsylvania and West Virginia 


RA 9908 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 








Gearmotors 
| unit and the 


} ty pes arc 
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principles of lightung and lighting de 


sign. The book be had tor a tee 
othces of the Fluorescent 
Association dept | LOO 


New York, N.Y 


trom che 
Lighting 
West 42nd Sr., 
full-color bulletins 


Motors Three 


describe a line of tri-clad “55” motors 
built in 1-30 hp. ratings, to the latest 
NEMA 


clude new 


dimensions. Descriptions in 


maintenance performance 
and protective features of the line 
There is also a double-spread cutaway 
drawing of the motors. The bulletins 
may be obtained from General Electric 


Co., Schenectady 5, N. ¥ 
Lighting Representative line of 
commercial and industrial 


fluorescent fixtures, as well as incan 


| descent and floodlight units are de 


illustrated in a 4-page 
catalog published by Electro Silv-A 
King Corp., Chicago 12, Ill 


scribed and 


Service replacement 


in a 36 page catalog. Items listed cover 
electrical and elec 
Many 


will be of use to industrial and expert 


radio, television, 


service industry listed 


mental users Information includes 


specifications, diagrams, photographs 
and prices Copies may be obtained 
trom Cornell-Dubilier South 


Plainfield, N. ] 


Corp 


Fuses—Subjects of a loose-leaf bul 
letin are fuse pullers, clip tight clamps 


for fuse clips, plug fuses, one time 


cartridge fuses, mechanical indicating | 


fuses plus other fuse or fuse box 
producs. Catalog can be obtained from 
the Economy Fuse & Mfg. Co., Chi 


Capo, Ill 


Roc kftord Schoo! 


Report, is a 


School Lighting 
Relighting Program-A 
24-page case history containing before 
and after photos, and explains how and 


why Rockford, IIl., 


system. Copies may be obtained from 


relighted its school 
Day-Brite Lighting, Inc., school light 
ing div., St. Louis 1, Mo 

Features of the gear 
motor are discussed in 
booklet 
and triple 
Other 


especially for 


a >-page Gear ratios tor 


single, double reduction 


Rive Nn pear motor 


designs developed 
particular requirement are described 


Copies may be secured from Westing 


| house Electric Corporation, Pittsburgh 
I ; 


30, Pa 
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a 
SPRING CUSHION 


LAMP PROTECTION 
IN C & E PORTABLE 
INSPECTION LIGHT 


Complete CGE Line 


@ Multiple outlet cords 
@ lnspection 
@ Safety 


@ Broken lamp base removers 


light» 


transformers 


—and many other products 





ERICSON MFG 


5209 Euclid Avenue 


COMPANY 


Cleveland 3 














Manufacturer's Representative 
WANTED 


To sell Friction, Rubber and Plastic Tapes 
to Electrical Jobbers for the following states 


Maryland 
Delaware 
Virginia 

No. Carolina 
So. Carolina 
Georgia 
Florida 
Alaboma 
Texas 
Oklahoma 


New Mexico 
Arizona 
Utah 

idaho 
Montana 
Wyoming 
Washington 
Nevada 
California 


Please state territories covered ond other 


major lines handled 


RW9836 Electrical Wholesaling 
330 W. 42 St., New York 36, N. Y. 








AGENT WANTED 


To Sell Atlantic Transformers 
To the Wholesale Jobbing Trade 
Exclusively. 


Territories Open 
New England States 
Southern States. 
Middle West 


Atlantic Transformer Co. 
5143 North Second Street 
Philadelphia 20, Penna. 
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Vaco Products Co., Chicago 11, III 
Three-color screw driver folder is for 
use aS a counter handout, envelope 
stuffer or direct mailing piece. May 
be used as a pocket reference guide 
For instance, tells the difference be 
tween a Phillips and a Frearson driver 
an Allen and a Clutch head, a socket 
head and an offset 


International Register Co., Chicago 
12, Ill—Promotional kit for an elec 
tric household timer includes window 
streamers, Counter card, appliance tags, 
crown and collar displays and stuffers 
detailing the various uses of the prod 
uct. In addition, dealers are furnished 
with ad and mat layouts, catalog sheets 


and radio scripts 


Electric Co., Nela Park, 
Demonstration tool 


General 
Cleveland, Ohio 
called the “G.E. Lamp Burnout Visual 
izer” is designed to prove graphically 
that planned group relamping pays 
big dividends. It is for demonstration 
to managers of factories, stores and 
offices. Consists of: a perforated paper 
envelope of 81 by 10 inches; a four 
page telescoping insert, and a four 
page explanatory folder 


Utica Drop Forge & Tool Corp., 
Utica 4, N. Y 


assortments packed in a counter dis 


Two midget tool 


play, are for hobbyists, electricians 
other 
users. First assortment consist of ten 


jewelers, and precision tool 


midget tools: 2 cutting nippers, 2 flat 


nose pliers, 2 round nose pliers, 
short chain nose pliers, and 2 diagonal 
pliers; second assortment consist of 


the same variety of 5 midget tools 


Lites, Inc., New York 11, 
Christmas replacement lamp 


Noma 
N. Y 
packages are available with both G.E 
and Westinghouse lamps. Series type 
and multiple type come packed five 
assorted colored lamps in pliofilm bag 
Intermediate base outdoor lamps come 
packed three assorted colored lamps in 
bag 


American Electrical Heater Co., De 
troit, Mich 
expressly for distributors. The 3-D 
soldering 


Color display is designed 
merchandiser displays six 
irons, six tips, a temperature regulat 
ing stand and literature 
holder. Each iron’s features are briefly 
described on a panel at one side of the 
display stand 


includes a 


ADVERTISERS’ INDEX 


Abolite Lighting Div., Jones Metal 
Products Co. 100 


Acme Electric Corp. 16 
Adam Electric Co., Frank 23 
All-Steel Equipment, Ine. 87 
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DEPENDABLI: 


For Top 
Performance 
Plus 
Economy 


World's 
Largest Selling 
FRICTION TAPE 


PLYMOUTH RUBBER COMPANY, INC. 


ESTABLISHED IN 1896 


CANTON, MASSACHUSETTS 
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Now you can sell fuses with an 
Interrupting Rating of 100,000 Amperes 


for every circuit in the entire electrical system 


If interrupting capacity of protective 
devices on high fault currents is worry- 
ing your customer, tell him these facts. 


In 1947, tests made by the Electrical Testing Labora- 
tories, New York, showed that on a 240 volt—60 cycle 
—}3 phase—four wire circuit, set to deliver 50,000 
amperes, the 250 volt FUSETRON fuses in all tests 
cleared the circuit safely. 


50,000 amp. Interrupting Capacity in 1947 
becomes 
100,000 amp. Interrupting Capacity in 1952 


In 1952, after seven years of intensive development 
work on Fusetron fuses, tests were conducted under 
conditions that simulated the most severe field condi- 
tions and these tests were reported upon by the Elec- 
trical Testing Laboratories of New York. On circuits 
set to deliver in excess of 100,000 amperes, 30, 60, 100, 
200, 400 and 600 ampere, 250 volt and 600 volt 
FUSETRON fuses on each and every test cleared the 
circuit without belching flame or venting hot gases 
and with comparatively little noise. 

The 250 volt Fusetron fuses were tested at 240 volts 
and the 600 volt FUSETRON fuses were tested at 535 
volts on 60 cycle circuits set to deliver in excess of 
100,000 amperes. In all these tests only one fuse was in 
series with the short-circuit. 

Oscillograms of these tests, interpreted by the Elec- 
trical Testing Laboratories, showed that the total avail- 
able amperes including the direct current component, 


reached values as great as 165,000 peak amperes on 
240 volt tests, and as high as 212,000 peak amperes on 
the 535 volt tests. 

This indicates that an interrupting rating of 100,000 
amperes for FUSETRON fuses is a conservative one. 


Most severe field conditions simulated 


In these tests a single fuse in series with a short-crrcuit was 
used because it presented the most severe conditions that might 
be experienced in the field where a phase to ground fault or 
a phase to phase fault in a penned ty system develops. Under 
such conditions, the entire short-circuit must be handled by 
a single fuse. 

But to simulate other possible fault conditions, 3 phase 
short-circuit tests were made, first with a fuse in each of the 
three conductors—second, with a fuse in two conductors and 
a neutral in the remaining conductor. Additional tests were 
also made on a single phase short-circuit with a fuse in each 
conductor. 


No interference with time-lag 


In the development work on FUSETRON dual-element 
fuses to increase their interrupting capacity, it was kept in 
mind that the time-lag characteristics of these fuses must be 
mantained. Time-lag is of utmost importance to give proper 
motor and electrical protection, and to eliminate needless 
blowing that causes costly interruptions of service. 

Remarkable results were achieved. Interrupting capacity 
was greatly increased while the time-lag characteristics were 
in no way disturbed. 

The results of the tests, witnessed by the Electrical Testing 
Laboratories, are available in chart form oo request 


BUSSMANN MFG. CO 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


——— 


ST. LOUIS 7, MO. 


Division McGraw Electric Co 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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